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_ | “COOPERATION” —TELLS THE STORY 


Of the remarkable progress of the Standard Life Insurance 
Co., St. Louis, Mo., since Jan. 1, 1923. 


ny '  High-Class, Peppy, Scrappy, Live-Wire Salesmen 


o of Who know how to write business and how to build their 
Agency Organizations, when every Department of the Home 
Office pulls with them 100% Strong— 


FIND A HAPPY, PROFITABLE, AND PERMANENT FUTURE WITH 


THE STANDARD LIFE 


t, —— 


COOPERATION 


Tells the story. We are pulling together for success. We have our eyes on $100,000,- 
ANY 000 insurance in force by the end of the current year. To jump from $43,000,000 on 
January Ist to $100,000,000 on December 3!st is some jump. We may not make it 


in one jump, but we'll make it in two, without getting our feet wet. It never has 
been done but “‘It will be done.”” That's the kind of a field force we have now. 


We have places for a few more ‘“‘choicey’’ General Agents—the kind of men 
who can only be satisfied with the best—and we always can satisfactorily place any 
number of good personal producers. 


If you are unattached at present, and desire opportunity to make good and be 
arding, rewarded in a large way, either as an Agency Builder or as a Personal Producer, get 
in touch with us. Do not delay. 


STANDARD LIFE INSURANCE COMPANY 


J.R. Paisley, President 
ST. LOUIS, MO. 


any The Company That Cooperates With Its Agents 
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DOUBT AS TO STATUS 
OF THE OLD POLICIES 


California Supreme Court Decision 
on Application of Community 
Loan Is Disconcerting 


INVOLVE LIFE INSURANCE 


Measufe Has Been Amended So That 
Hereafter the Life Companies 
Will Have Protection 





DES MOINES, IA., Oct. 18.—F. V. 
Keesling, general counsel of the West 
Coast Life, brought before the Legal 
Section of the American Life Conven- 
tion the uncertainty surrounding many 
life policies in California and other 
states in view of the decision of the 
California Supreme Court in the ‘case of 
the Bank of Italy, Administrator, vs. 
New York Life, where the so-called 
community law prevails. This law gives 
a husband and wife a half interest each 
in all the other’s possessions. 

In the case mentioned a man took 
out a policy and made another than 
his wife the beneficiary. The Bank of 
Italy comes in as administrator and 
claims one-half the proceeds for the 
rea The Supreme Court upholds the 





















Law Since Amended 


_Since the decision of the law as to 
life insurance has been amended to pro- 
vide that where a company in good 
faith pays the benefits to a designated 
beneficiary, its obligation is discharged. 
It went into effect Aug. 20. Old pol- 
Ices taken out by a husband with an- 
other beneficiary than the wife undoubt- 
edly will be seanned carefully by com- 
panies operating in California. Already 
companies are referring death claims 
under such policies to their legal de- 
partments, 

Mr. Keesling stated the position of 
the court was novel and unusual. He 
said that on all old policies the com- 
Pamies will demand the consent of the 
wile before the beneficiary is changed 
even if the policy gives the assured the 
right to make such change at will. 


Will Hesitate to Make Loans 


Furthermore, companies will hesitate 
to make loans to the assured on such 
policies. Mr, Keesling said the Califor- 
Mla companies had not yet met in con- 
ference to determine their action on 
these old policies. The decision puts 
a disconcerting provision in them. 
C number of states on the Pacific 
7S hg have the community law. Texas 
as a similar statute. 





Will Entertain President Wells 


Brags Des Moines Life Underwriters 
sociation will give a luncheon Thurs- 
Rea of this week in honor of 
tional at Graham C. Wells of the Na- 
at the sociation who is in attendance 
€ meeting of the American Life 






NEED MORE BACK BONE 


ROBERT STONE’S’ CRITICISM 


Topeka Attorney Said Insurance Offi- 
cials Should Stand Up for Their 
Right in Fearless Way 


DES MOINES, IA., Oct. 17.—Robert 
Stone, well known attorney at Topeka, 
in a talk before the legal section of the 
American Life Convention, condemned 
those state insurance departments that 
are endeavoring to become collectors of 
claims and are trying to force com- 
panies to pay claims. Mr. Stone said 
the insurance commissioners are going 
far beyond their regular bounds in 
hounding companies in this direction. 
This is a field for the courts and not an 
insurance commissioner who is assum- 
ing great power. 


Should Stand for Their Rights 


Mr. Stone said that insurance com- 
panies should stand up fearlessly and 
courageously for their rights before a 
court or insurance commissioner. They 
should not assume the attitude of a sup- 
pliant or apologist. They are doing an 
honest and legitimate business. They 
have nothing to hide or to apologize for. 
Mr. Stone said that company officials 
should not be timid,, cowardly or fawn- 
ing and go with hat in hand in an 
obsequious way before a commissioner. 
They bring on themselves disrespect by 
such an attitude, he said. Fire com- 
pany officials, particularly, he said, need 
to get more bavk bone and courage in 
dealing with public officials. They are 
entitled to full consideration by the pub- 
lic officials, he said, and should de- 
mand it. 





CONVENTION PLAN IS UNIQUE 


But One Assigned Speaker at Agency 
Officers’ Meeting—Open Forum 
for All Topics on Program 


NEW YORK, Oct. 16.—A_ unique 
method of conducting the meeting of 
the Life Agency Officers Association 
when it holds its convention in Chicago 
Nov. 12-13 is planned by the program 
committee. 


No Assignments Made 


With one exception, no definite as- 
signments have been made of the sub- 
jects announced recently. Instead the 
representative of each company is asked 
to be prepared to tell what his com- 
pany’s practice is on each of the sub- 
jects to be discussed in the open forum. 
The object is to provoke free discussion 
of the different topics and get a gen- 
eral idea of what is being done in the 
business. 


Borden Is Listed 


The subject of “Financial Service to 
Beneficiaries—Its Fundamental Rela- 
tion to Sales” will be handled by Albert 
G. Borden of the Equitable of New 
York, secretary of the association. 

It is stated that the officers of the or- 
ganization will request the press not to 
print the remarks made from the floor, 
until the stenographic reports have 


MANNING IS ADVANCED 
CANADIAN COMPANY CHANGES 


North Gets O. B. 
Shortly, Underwriters’ Ex-President, 


American Life 
for Manager at Toronto 


TORONTO, Oct. 16.—The North 
American Life of Toronto announces 
the appointment of an assistant super- 
visor of agencies in the person of H. 
W. Manning. Mr. Manning is con- 
ceded to be one of the most promising 
insurance men in Canada and is widely 
known in insurance circles, not only 
in Toronto but throughout the Domin- 
ion. Graduating ten years ago from the 
University of Toronto, he entered the 
services of the North American Life 
as advertising manager. Developing a 
taste for field work he took the posi- 
tion’ of district manager for the com- 
pany at Toronto four years ago. In his 
capable hands the agency at Toronto 
has developed and at the present time 
holds the company’s cup presented an- 
nually to the leading agency. 

Active in Organization Work 


Last winter Mr. Manning acted as 
instructor at a school of Life Insurance 
Salesmanship put on by the Toronto 
’. M. C. A. In broader fields Mr. 
Manning displays the same enthusiasm 
and zest. He has for a number of 
years rendered valuable services to the 
Life Underwriters Association in va- 
rious capacities and is at the present 
time chairman of the finance committee 
and treasurer of the Dominion body, 
being also vice-president of the Toronto 
organization. He will be remembered 
by many American delegates to the in- 
ternational convention last year by his 
personality and the way he handled 
“Life Insurance to Protect Bank Loans.” 

With the appointment of Mr. Man- 
ning to be assistant supervisor of agen- 
cies of the North American Life, comes 
the announcement of the appointment 
of O. B. Shortly to take Mr. Manning’s 
place as district manager for Toronto 
for the North American. Mr. Shortly 
has been an outstanding insurance man 
for many years and for the last 20 years 
has been connected with the Metropoli- 
tan Life, as manager at Ottawa and 
later as manager at Toronto. As a per- 
sonal producer Mr. Shortly ranks high 
and in 1920 was one of three men to 
qualify for the Metropolitan’s Million 
Dollar Club. Mr. Shortly is another 
who has displayed great interest in the 
work of the Life Underwriters Asso- 
ciation, in which cause he has spent 
considerable time and energy. 

Headed Canadian Association 

When at Ottawa he was president of 
the local association there and later on 
moving to Toronto was elected presi- 
dent of the Toronto organization. This 
was in 1920 and at the convention of 
the Dominion association held in that 
year, Mr. Shortly was elected to the 
highest office in the gift of the Associa- 
tion, that of president of the Life 
Underwriters Association of Canada. 
During his term of office Mr. Shortly 
traveled from coast to coast carrying 
his message to every local organization. 
There is no question that the future 
destiny of the Toronto agency of the 
North American Life is in excellent 


AMERICAN CONVENTION 
NOW IN FULL SWING 


Expected That J. B. Reynolds of 
the Kansas City Life Will Be 
Next President 


MEETING IN DES MOINES 


Executives Hear Able Papers From 
Men Who Are Prominent in Their 
Their Respective Lines 


By C. M, CARTWRIGHT 
OMAHA, NEB., Oct. 17.—The 
Life Convention got under 
full sail today. The Legal Section held 
its the first the 
The golfers were busily engaged 


American 
meeting two days of 
week, 
on the links during the same period. 
A movement is on to elect J. B. Rey- 





LEE J, DOUGHERTY 
President American Life Convention 


nolds, president of the Kansas City Life, 
as the next chief executive of the Amer- 
ican Life Convention if he will consent 
to serve. Mr. Reynolds was one of the 
founders of the organization, he is one 
of its real stalworts and pillars. He 
served in the old days as president dur- 
ing a three months’ unexpired term, It 
has been the feeling among the mem- 
bers that Mr. Reynolds should serve a 
full term. They desire to honor him. 
If he will consent to allow his name to 
be used, all other aspirants will be glad 
to retire. If Mr. Reynolds will not 
yield to the entreaties of his friends the 
general impression is that either Geo. 
Graham, vice-president of the Central 
States Life, or Guilford Deitch, vice- 
president of the Reserve Loan Life, will 
be chosen. 

The welcome addresses this morning 
were given by Harvey Ingham, editor 
of the Des Moines “Register-Tribune,” 











Convention in Des Moines. 





been approved or changed, as desired. 





hands. 


President George Kuhns, president of 
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the Bankers Life of Iowa and W. R. C. 
Kendrick, Iowa insurance commissioner. 
President J. B. Reynolds of the Kan- 
sas City Life responded to the expres- 
sions of welcome. 
Report on Disability 


Of particular interest to all life under- 
writers, whether members of the Amer- 
ican Life Convention or not, was the 
report of the special committee ap- 
pointed by the American Life Conven- 
tion last year to study the total and 
permanent disability benefits in life in- 
surance contracts, This committee, com- 
posed of W. S. Ayres, Henry A. Baker, 
Lawrence M. Cathles, George Graham, 
I. Smith Homans, Herbert M. Woollen 
and Henry Wireman Cook, spent the 
entire year in the study and analysis of 
this question and has delved into every 
phase and angle of it. The final bulle- 
tin or report constitutes one of the most 
valuable contributions on the subject of 
disability benefits that has been offered 
life underwriters. The report covers 
the history of the disability clause and 
outlines the various underwriting and 
selling features of the clause. One of 
the valuable sections in the report is 
the legal section, in which all court de- 
cisions applying to all phases of the op- 
erations of disability clauses are listed 
and the preponderance of opinion re- 
viewed. 

While the committee in its report did 
not recommend any uniform clause and 
expressed itself in favor of leaving the 
matter of uniformity to the companies 
themselves, it did point out some of the 
weak points under clauses that are now 
being written. 


President Dougherty’s Report 


A review of the year’s activities and 
progress was given by Lee J. Dough- 
erty, president of the American Life 
Convention, in his annual report. Mr. 
Dougherty commended all of the vari- 
ous organizations of life insurance exec- 
utives and field men, saying that the 
spirit of cooperation had been manifest 
in all activities throughout the year. 
Mr. Dougherty said that the chief cause 
for disappointment in the matter of le- 
gislation was the inability to obtain 
definite provision for the incontestable 
clause in many of the states where legis- 
lative action was proposed. The action 
of the New York legislature in reference 
to the preliminary term plan was com- 
mended, Mr. Dougherty spoke of the 
seriousness of lapsation, pointing out 
that in 1922 it required 75 percent of the 
new business to replace that which was 
cancelled during the year. He said that 
something must be done to correct the 
situation and 150 companies acting to- 
gether should be able to handle the sub- 
ject. He recommended the appointment 
of a committee of five to consider and 
report to the convention at its next an- 
nual meeting on methods of prevention 
lapses or at least minimizing this tre- 
mendous waste. 


Lapsation Much Discussed 


The subject of lapsation was thor- 
oughly discussed by Gordon Thomson, 
vice-president of the West Coast Life, 
in his address on “Causes and Remedies 
for lLapsation.” Mr. Thomson pre- 
sented some interesting figures to show 
that the greatest source of trouble is 
found in the first renewal. He said that 
69 percent of the lapses on a certain 
computation showed one or less pre- 
mium paid. Mr. Thomson said that 
the only remedy for such a situation 
would be the practice of making the 
agent interested in the renewal. He said 
that the present form of commission 
payment does not encourage renewals. 
A system by which the payment of a 
larger renewal commission on the sec- 
ond premium could be made would go 
far in assuring a renewal of the policy. 
Mr. Thomson suggested that the first 
premium, the hardest to collect, be the 
largest, the second premium the next 
hardest, the next largest and the re- 
mainder smaller, as the difficulty in col- 
lection is reduced. Mr. Thomson also 
suggested the installation of a restora- 





DEDICATE NEW OFFICE 


ASK AGENTS TO FORT WAYNE 


Big Home Coming Event for Opening 
of Lincoln National’s Fine 
New Building 


Plans are being made for the dedi- 
cation of the new home office building 
of the Lincoln National Life at Fort 
Wayne, Ind., Nov. 7-9. Postmaster 
General Harry S. New, who is an In- 
diana man, will be the principal speaker 
for the dedication ceremony on Nov. 7. 
Chairman of the Board Samuel M. Fos- 
ter will preside over the deliberations 
at the time of the dedication. President 
Arthur F, Hall will deliver an address. 
It is expected that a number of the In- 
diana state officials of life companies 
will be present. Agents are now en- 
gaged in a contest to qualify for at- 
tendance at the home coming celebra- 
tion. On the evening of the first day 
there will be a theatre party. 


Holcombe Will Speak 


On the morning of the first day John 
M. Holcombe, Jr., business manager of 
the Life Insurance Sales Research Bu- 
reau at New York, will speak on 
“Agency Promotion Problems and Their 
Solution.” At the afternoon session 
Col. Thomas M. Knox of Chicago will 
preside. There will be short agency 
talks by Ralph C. Lowes of Peoria, III; 
R. W. Fowler of Indiana, Col. A 
Berthiaume of North Dakota, Murray 
P. Edison of Texas, Guy J. Gilbert of 
California, O. F. Gilliom of Berne, Ind., 
and S. J. Payne of West Virginia. Vice- 
President T. D. Hughes, of Minneap- 
olis, manager of Northwestern Agen- 
cies, will close the discussion. 


Good Talks at Banquet 


In the evening there will be a ban- 
quet at which Vice-President Walter T. 
Shepard will act as toastmaster. The 
main speakers will be Oliver Thurman, 
agency manager of the Mutual Benefit 
Life, and Job Hedges of New York 
City, counsel for the Life Presidents’ 
Association. H. L. Askew of the home 
office will speak, as will Assistant Su- 
perintendent of Agencies Verlin J. Har- 
rold. 

On the morning of the last day there 
will be an open discussion between the 
heads of the home office department 
and the field men. 








tion department in all life offices, to co- 
operate in replacing much of the busi- 
ness on the books. He said that an ef- 
fective restoration department, which he 
outlined in detail, could renew much of 
the business that ordinarily slipped off 
the books. Mr. Thomson closed by 
itemizing the causes and remedies as he 
saw them, of lapsation. 

John M. Sarver, president of the Ohio 
State Life, spoke on “Advertising for 
agents,” saying that more and better 
agents constitute the great need of life 
insurance companies, but that they are 
not now being sought in the proper 
manner. Mr. Sarver criticised present 
advertising style. He sharply criticised 
the practice of advertising for agents 
of other companies, calling such com- 
petition “grand larceny.” Mr. Sarver 
referred to the institutional advertising 
carried on by other classes of business 
and said that life insurance should 
adopt some. such program for seeking 
new agents, as well as educating the 
public. 

The golfers dinner was held Tuesday 
evening at the Wakonda Country Club 
where the tournament was held. W. A. 
Watts, president of the Merchants Life 
of Des Moines, presided and presented 
the prizes. W. P. Kent of the North 
American of Chicago led the singing. 

Three cities are mentioned for next 
year’s meeting, Columbus, Cleveland 
and Detroit, with Detroit as the likely 
city. Louisville will seek the conven- 
tion in 1925. 





EXPERIENCE IS GIVEN 


STUDY “NOT ROBUST,” “PALE” 


Classification of Risks on Substandard 
Given in Review of Subject by 
Hunter and Rogers 


TORONTO, CAN., Oct. 15.—The 
experience on policyholders classed as 
“not robust,” “pale” or “delicate look- 
ing,” was discussed by Arthur Hunter 
and Dr. Oscar H. Rogers of the New 
York Life, in a presentation of a paper 
on “Mortality Study of Impaired Lives,” 
before the semi-annual meeting of the 
Actuarial Society of America at To- 
ronto last week. In his paper he said 
that the New York Life insured 3,780 
risks of this sort between 1896 and 1921, 
all of them being listed on sub-standard 
plans. An analysis of the group shows 
that 40 percent were described as “not 
robust,” 30 percent as “pale,” 15 per- 
cent as “delicate looking” and the re- 
mainder as “lacking in_ resistance,” 
“pale and thin” and the like. 


Watched for Tuberculosis 


He pointed out that in the selection 
of these cases great care was taken in 
the examination of the lungs and in re- 
gard to the applicant’s personal history, 
so as to exclude tuberculosis. In the 
investigation there appeared only cases 
in which the appearance of the appli- 
cant was sufficiently unusual to be no- 
ticed by the medical examiner and in 
which the impairment had been con- 
sidered of sufficient moment to treat the 
applicant on a substandard basis. The 
study excluded, however, those who 
were stated to be unhealthy or with the 
disease known as anemia. The risks 
were divided into two groups, one in- 
cluding those 9 percent overweight to 9 
percent underweight and the other those 
10 percent and more underweight. In 
the ordinary group there would be twice 
as many in the group varying from 9 
percent underweight to 9 percent over- 
weight, but in the case of these risks 
there were nearly 3 times as many in the 
groups weighing 10 percent and more 
underweight. This indicates a connec- 
tion between light weight, pallor and 
lack of vigor. 

The mortality experience indicates 
that the company was well advised in 
treating such cases as substandard. In 
the average weight group, the ratio of 
actual to expected deaths was 143 per- 
cent and the ratio of underweights was 
150 percent. It was noted that in the 
underweight group 35 percent of the 
deaths were due to tuberculosis, while 
in the average weight group only 25 
percent were from tuberculosis. The 
company has kept separate statistics on 
those who, in addition to the qualities 
mentioned, gave a history of tubercu- 
losis in the family. These risks were 
practically all underweight and on these 
a ratio of actual to expected deaths was 
shown of 152 percent. In this group 
50 percent of the deaths were due to 
tuberculosis. 


“Babe” Takes Big Policy 


“Babe” Ruth, the $50,000 famous 
baseball star, now carries $50,000 on his 
life, having been induced thereto by 
Harry Heilmann of the Detroit Tigers, 
who between seasons sells life insur- 
ance. 


Interesting Display at Fair 


The Reece Agency of the Missouri 
State Life had an interesting booth at 
the Tri-State Fair held recently in Am- 
arillo, Tex. The sides and front of the 
booth were outlined with samples of the 
Missouri State policies and in the cen- 
ter was a large wheel representing the 
company’s complete circle of protection. 
The keynote of the display was “A 
Policy for Every Purpose.” Many 
prospects were obtained through the 
booth. 





IS WRITING BUSINESs 


NATIONAL EQUITY ORGANIZE) 


Little Rock Company, Headed by C, 2 
Lowry, Is Confining Sales for 
Present to One Form 


The National Equity Life of Lit 
Rock, Ark., incorporated July of this 
year is now writing business, confining 
its writings to one policy form, a 9%. 
pay life with a graded policy ‘ valy 
The National Equity Life is a leg; 
reserve mutual. It is operating unde 
the Arkansas laws and has filed wit 
the state an indemnity bond in th 
amount of $27,000. An examination 9 
the company was made in the lattes 
part of August by the Arkansas depar. 
ment and it has been approved by the 
attorney general. ’ 


Have Strong Organization 


_ The president of the company is ( 
E. Lowry, for 14 years an agent anf 
assistant superintendent of agents, hay. 
ing been with the North American Lis 
of Omaha. V. C. Pettie, vice-presiden 
of the company, is an_ experienced 
banker and financier of Little Rock an 
one of the prominent public men of Ar. 
kansas. He is vice-president of th 
England National Bank of Little Rod 
and the leader of several other buys: 
ness and civic organizations. C. 

McClurg, for three years examiner {x 
the Nebraska insurance department ani 
prior to that a consulting actuary, i 
secretary-treasurer and actuary. 
ical director is Dr. W. R. Richardson, 
a practicing physician of Little Rock 
and a member of the faculty he 
University of Arkansas. E. A. ( 

way, general agent for the National 
Equity Life, has been a practicing 
torney in Lincoln, Neb., for about 1 
years and legal advisor to severa 

surance companies. The examinati 
report stated that advance expenses of 
operation were taken care of by the it- 
corporators and all office expenses 

other necessary expenses the first 

are being taken care of in like ma 

No salaries are being drawn for 

first year and all business is beixg 
placed on the books for approximately 
93 percent of the first premium. Th 
report states that this is a very cret- 
itable showing. The company is n0¥ 
building up its agency force and stat 
ing an aggressive campaign for busines 


Selling but One Policy 


The company’s business is being cot 
fined for the present to one policy fe 
the 20-pay life, based on the America 
Experience Table, with mortality at 3) 
percent interest, full preliminary tem 
The policy is written in multiples ¢ 
$2,500, rates being based on $5,000, bi 
for the first policy year the value of # 
policy is $1,000 and for the second pr 
icy year $3,000, the $5,000 valuatitt 
being in effect upon the beginning OM 
the third year. The net premiums | 
reserves are calculated for the 
on the basis of increasing insurance 
not as a level face policy. The ™ 
premium is less than a level pay 
premium and the reserve values 
higher from the second to the 19th ¥¢ 
inclusive. At age 35 the net premi 
for the five year is $9.64 and for ® 
second to 20th years, $143.12. 
loading of $183.06 for the first 
and $48.58 for the second to 20th ye 
makes a gross premium of $191.7, 
the annual premium at age 35. %& 
company is also issuing a double 
demnity and total and permanent 
ability clause. 


P. P. Talley of Conway, Ark., has j® 
the J. D. Dunaway agency of the Mis 
State Life. Mr. Talley was formerly 
the Missouri State and during his @, 
with that company was a member °! 
$100,000 Club. C. E. Beene is another 7 
cent addition to the Dunaway agency. 
goes from the Metropolitan Life, ™ 
which company he was for two years 
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NESSHINEBAUGH ELECTED TO 
HEAD LEGAL SECTION 


. NIZED 


by C.E General Counsel of Central Life of 
"ottawa, Ill, Is Honored by 

















| for 
Attorneys 
of LitkieGIVNEY IS SECRETARY 
confining 
m, a 2% : 
YY ° value ual Meeting of the General Counsel 
a leg of Companies Belonging to Ameri- 
1 a der . P 
led wit can Life Convention 
1 in the 
nation j 
1€ DES MOINES, IA., Oct. 17.—W. H. 
. depa Hinebaugh, general counsel of the Cen- 
“7 tral Life of Ottawa, Ill, was elected 


harman of the Legal Section of the 


wa American Life Convention at its closing 
ny is CfBsession today. He served as secretary 
gent ani[Mduring the last year. Judge Hinebaugh 
nts, har- Mas county judge at Ottawa and served 
tean Li in Congress a few years ago from his 


pr : - 
istrict. He has always been prominent 


perie ie 
Rock angen the Legal Section. 
en of A-f™ Eugene J. McGivney, general coun- 


el of the Pan American Life and former 












t of the ‘or 
ttle Rocmmsurance commissioner of Louisiana, 
her bus-qmwas chosen secretary of the section. 
b i V. Calvin Wells of Jackson, Miss., the 
miner for feetiring chairman presided with much 
ment ani Mae2s¢ and grace. 

Ctuary, Attorneys Given a Dinner 

y. Mti The Legal Section was tendered a 
chardso, Bhiinner Monday evening at the Des 
tle Roc Moines Club. E. M. Grossman, gen- 
4 a tral counsel Central States Life, wit 






and raconteur, presided, There was no 










National ie ot program but a number of legal 
ticing a ghts were called on. L. J. Dougherty, 
about president of the American Life Conven- 
ever ion, spoke briefly before the Legal Sec- 





ion Tuesday morning. 






—— ol 





Important Contestable Case 


W. Calvin Wells of Jackson, 







Miss., 





eneral counsel of the Lamar Life, pre- 
ided over the Legal Section. A paper 
sritten by Attorney Charles A. Hines 






f the Jefferson Standard Life was pre- 
ented on “Jurisdiction of Federal Court 
i Equity to Entertain Suit After Death 

Insured for Decission of Policies 
ontaining the Incontestable Clause,” 
ir. Hines was not present so W. H. 
Hinebaugh, secretary of the Legal Sec- 
ion read it. A very important case 
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HYDE ADMITS ERROR 


INJUNCTION IS PERMANENT 


= 
Missouri Superintendent Loses Fight 
To Revoke License of Aetna Life, 
Admitting Mistake 


KANSAS CITY, MO., Oct. 17.—Fed- 
eral District Judge VanValkenburg at 
Kansas City Tuesday issued a perman- 
ent injunction restraining Superintend- 
ent Hyde from carrying out his threat 
to remove the license of the Aetna Life 
for transferring the Lonnie Gibbs policy 
suit to the Federal Court. Assistant 
Attorney general Otto prepared and 
filed stipulation admitting that Missouri 
statute under which Hyde attempted to 
proceed is unconstitutional, where upon 
court entered injunction order. Lon O. 
Hocker represented the Aetna Life. 





involving the polute brought up in the 
paper is now before the United States 
Supreme Court, it being the Mutual 
ite vs. Hurni Packing. The decision 
will determine not only whether the 
contestable clause is suspended by death 
but incidentally whether federal caurts 
of equity may entertain rescission suits 
after the death of the insured and be- 
fore the contestable period has expired. 

General Counsel D. P. Ninde of the 
Lincoln National presented a paper on 
“Permanent Disability.” There are but 
few decisions involving the disability 
clause. One of them the Hazard case 
is very dangerous as it upheld the pol- 
icyholder in bringing claim after the 
policy had expired for non-payment of 
premium. In other words there can be 
no time limit for bringing suits to sub- 


stantiate a disability claim. 

C. B. Welliver of Indianapolis, gen- 
eral counsel of the American Central 
Life, was taken ill and could not b: 
present. Mr. King presented the main 
points in Mr. Welliver’s paper “The 
Policy Year.” 

William Ross King, editor of the 
American Life Convention Legal Bul- 
letin, who has made the review of 
the year’s legal decisions an annual 
feature of the legal section, discussed 


at some length the three principal sub- 


jects covered by the court decisions 
of the past year. The first was the 
possibility of waiver of policy condi- 


tions by an agent and the effect upon 
the company’s contract of the act of an 


agent. It was found that the court 
generally held that the agent of a com- 
(CONTINUED ON PAGE 24) 











CHILD MORTALITY LOW 


SURPRISING DATA IS GIVEN 


Experience of Sun Life on Children 
Under 3 Months Given 
Actuarial Society 


TORONTO, CAN., Oct. 15.—Some 
surprising figures on the mortality ex- 
perience on policies issued to children 
under three months of age, showing an 
extremely low ratio and encouraging 
to those embarking into this class of 


business, were given by S. Z. Roths- 
child, actuary of the Sun Life of Balti- 
more, covering the experience of his 


company the past two years. The com- 
pany has written policies down to three 
months for 20 years, but in this com- 
pilation only those below three months, 
issued since 1920, were included. Mr 
Rothschild said, in part: 

Is New Move 


“The insurance of children under one 
year of age has been practically ne- 
glected in this country up to the pres- 
ent year, when the large industrial com- 
panies extended their lower age limit 
to the date of birth. This departure 
has naturally greatly increased the in- 
terest which should be felt by members 
of this society as to the experience on 
lives insured under one year of age 
during their first policy year. 

“From 1903 until 1920 my company 
issued industrial insurance to children 
from three months of age. During the 
year 1920 we lowered the age limit and 
since that time have been writing in- 
dustrial insurance from birth. We have 
written no insurance on colored lives 
for about 18 years and consequently 
our experience deals only with white 
children. Practically all of our busi- 
ness is done in the cities of Baltimore 
and Philadelphia, and therefore, the ex- 
perience to be set forth will be that 
on urban policy holders located in these 
two cities. 

“All cases issued in 1921 
next birthday, that is to say, 
to the child’s first birthday, 
traced to their policy 
1922. In giving the results of these 
figures I am fully aware of the fact 
that the period covered is quite limited, 
as the deaths involved embrace only the 
years 1921 and 1922. A further investi- 
gation which I now have under way as 
to the 1922 issue, however, indicates re- 

(CONTINUED ON PAGE 24) 


at age one 
from birth 
have been 
anniversaries in 


LEGAL SECTION 





E. J. MeGIVNEY 
Secretary Legal Section 


CALVIN WELLS 
Retiring Chairman Legal Section 


w. 





PROGRAM OF INSURANCE 
“AD” MEN IS ANNOUNCED 


Newly Organized Insurance Adver- 
tising Conference Meets at 
St. Louis, October 22-23 


MANY NOTABLE FEATURES 


Plans for Building Up Business in All 
Lines of Insurance Will Be Dis- 
cussed by Experts 


The program for the meeting of the 
Insurance 
be held at 
Mo., 
nounced. 
uable 


Conference, to 
Hotel, St. 
just been 


of val- 


Advertising 
the Chase 
Oct. 22-23 
It contains 
material, 


Louis, 
, has an- 
a 
not only 
but for 
tive and other company 
program 


wealth 
for insurance 
advertising men, execu- 


The 


agency 
officials. 
is as follows: 

Monday, Oct, 22 


; A, Soper presiding. 
from the D. M. A. A. Associ- 


President Leon 
Welcome 


ation by President Joseph Meadon. 
Scope and Objectives of Program— 
Arthur H, Reddall, advertising manager, 


Equitable Life of New York, chairman 
Speakers and Program Committee. 
Symposium—Research Facts in Life 
Insurance, Fire Insurance and Casualty 
Insurance Available for Business Build- 


ing Through Publicity. 

“The Life Insurance Sales Research 
Bureau”—John M, Holcombe, Jr., Mana- 
ger 

“The Fire Waste and Why”"—Thomas 


Mcliivaine, publicity 
Board of Fire 
Public 
y Swift 

formation 


manager, National 
Underwriters. 
Relations of Insurance” 
Ives, secretary Casualty In- 
Clearing House 


Town Meeting 


Free-for-all discussion: “How Can a 
Better Understanding and Appreciation 
of Insurance as a National Safe guard Be 
Effected Through Publicity.’ 

(a) Mass Selling by National 
paigns., 

(b) 
rect 

(c) 
Use 


Cam- 
of Individuals (Di- 


of Agents 
and House 


Circularizing 
Mail Methods). 
Stimulation 


Through 
of Bulletins 


Organs, 


Monday Afternoon 


Edward A. Collins, advertising mana- 


ger, National Surety, vice-president of 
the Conference, presiding 

Theme “Finding the Buyer for the 
Seller.’ This session will be devoted to 
a discussion of insurance advertising 
from the viewpoint of the field repre- 
sentatives 

Casualty and Surety—Emmett V. 


Thompson, Commonwealth Insurance 


Agency, St. Louis. Discussion (ten min- 
utes) led by Miss E. L. Everett, Federal 
Surety, Davenport, Ia. 


Fire Insurance—(Speaker to be an- 
nounced later.) Discussion (ten minutes) 
led by C. A. Palmer, 

Life Insurance Sales as Affected by 
Publicity—Graham C. Wells, president 
National Association of Life Underwrit 
ers Discussion (ten minutes) led by 


Leonard John, advertising manager 
Guardian Life of New York 

Summary: “Coordination of 
Advertising and Selling.” Free- 
discussion of advertising from the 
point of the man on the firing line, 
particular reference to methods 
plans that have actually produced 
sults. 


Insurance 
for-all 
stand- 
with 
and 
re- 


Departmental 


Clifford 
Imperial 


Meetings 


Elvins, advertising 
Life of Toronto, 
Open and unreserved discussion 
topics of direct interest to active 
bers, “accredited representatives of in- 
surance companies who have as part of 
their duties the creation, supervision or 
control of the advertising policy of their 
company.” 
Theme: “E cono mical 
ing Material.’ 
Direct Mail 
lets, Folders, 
Preparation 
Distribution- 
Through 
of Life. 
Imprinting. 
Gauging Supplies for 
Use of Return Cards, 
tached, 
Percentage 
Follow-ups 
Business Traceable. 
Circularizing Policyholders -— Systems 
and Results 
Circularizing 
Material, Follow 


manager 
presiding. 

of 
mem- 


of Advertis- 


Leaf- 


Use 


Advertising Booklets, 
Stuffers. 


Office, 
Length 


Home 
Average “ 


Through 
Agency Offices, 


Agencies 
Attached or De- 


of Replies Received. 


Agents — Methods, 
Results. (Tested 


for 
-ups, 


plans and facts desired.) 
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House Organs: Agency Papers, Policy- 
holders’ Papers. 

Movies—Short Films for Agents’ Use. 

Newspaper Advertising and Agency 
Cooperation—Electrotype Service, Shar- 
ing Expense with Agents, 

Novelties—Inquiry Pullers, Business 
Builders, Economy in Distribution, Shar- 
ing Cost of. 

Private Printing Plants 
for and against). 

Competitive bids in buying. 

Methods and Management of an Insur- 
ance Advertising Department. 

Selling a National Campaign to Agents. 


(arguments 


Tuesday Morning 


Question Box—Including discussion of 
exhibits. Chauncey §S, S. Miller, advertis- 
ing manager, North British & Mercantile, 
presiding. . 

One hour will be devoted to written or 
oral questions touching upon the success 
attending the use o any documents, 
plans and campaign or any exhibits of 
any company are invited. Representa- 
tives of companies or agencies, publish- 
ers, agents, etc., will be invited to re- 
spond, 

Direct Mail Advertising: (1) To secure 
prospects. (2) Agency cooperation. 

Discussion led by B. M. Mills, adver- 
tising manager, Bankers Life of Des 


Moines. 
Luncheon, 12:30 


Theme—“On to London.” 

Response by E. T. Meredith, chairman 
of the “On to London” Committee, Asso- 
ciated Advertising Clubs of the World 
and former Secretary of Agriculture. 

Presentation of the silver trophy, ten- 
dered by President Holcombe of the 


Phoenix Mutual Life to the Insurance 
Advertising Conference. 
Announcement of deed of gift and 


rules governing competition. 
Tuesday Afternoon 


Harry Warner, supervisor of publicity, 
Maryland Casualty, presiding. 
Address—“Insurance Advertising from 


the Standpoint of the Editor,” C. M. 
Cartwright, managing editor, The Na- 
tional Underwriter. 

Address—John Howie Wright, editor 


of Postage, “Destructive Construction.” 
Open forum, 


Banquet, Tuesday Evening 


Special entertainment and community 
singing. 

The banquet arrangements will be un- 
der the direction of E. L. Sullivan, adver- 
tising manager, Home of New York. 





NEW BUILDING ABOUT READY 





Finishing Touches Being Put on Addi- 
tion to Home Office of Missouri 
State Life 





ST. LOUIS, MO., Oct. 16—The ad- 
dition to the Missouri State Life’s beau- 
tiful home office building has about been 
completed the interior decorators put- 
ting on the finishing touches to the 12- 
story building. 

On the 12th floor an elaborate cafe- 
teria has been fitted up with a seating 
capacity of 400. A separate dining room 
has been provided for the officers. On 
this floor there will also be a hospital 
and employes’ club rooms. On the 
11th floor will be the offices of the com- 
pany’s principal officers. These offices 
will be finished in walnut with Doric 
columns and panels. On this floor there 
also will be a special agents’ school with 
a commodious office for visiting agents. 
The offices of the legal department and 
law library will complete this floor. 

he agency department will have 
quarters on the tenth floor. Other de- 
partments on this floor will be the sales 
service, conservation, policy loan and 
premium note divisions. Secretary F. 
H. Morgan will also have an office on 
this floor. Comptroller Scott will office 
on the ninth floor with all of the audit- 
ing department except the collection 
division. The group department, con- 
solidated claim department, accident de- 
partment and collection division will be 
on the eighth floor. The medical de- 
partment, rating, application and policy 
divisions will be on the sixth floor. The 
St. Louis branch will continue on the 
first floor. 


Western Life’s New Actuary 


James H, Jamison, president of the 
Western Life of Iowa, announces the 
appointment of Ray Duwelius as home 
office actuary, to take effect Nov. 1. Mr. 
Duwelius was formerly of Indianapolis 
and for the past three years with the 
Merchants Life of Des Moines. 





EXPERIENCE ON GROUP 


MORTALITY COMPARISON MADE 





Morris of Travelers Gives Differences 
Between Regular and Group 
Life Insurance Business 





TORONTO, CAN., Oct. 15.—A com- 
parison of mortality element between 
group and regular life insurance was 
made by E. B. Morris, actuary for the 
Travelers, speaking before the semi- 
annual meeting of the Actuarial So- 
ciety of America in Toronto last week. 
Mr. Morris first pointed out that group 
insurance is accepted without medical 
examination, with few exceptions, and 
involves insurance upon lives condi- 
tioned upon employment, which pre- 
sumably excludes individual selection. 
Under group insurance there is a ten- 
dency toward a turning over of risks 
involving a certain selection in favor of 
the insurance company. The conditions 
affecting regular life insurance are quite 
different. The exposures at the higher 
ages are relatively much heavier than 
the maximum exposures are at the 
higher age group. Another difference 
is found in the fact that under group 
insurance, the life goes out of the ex- 
posure as permanent total disability, 
the nature of the death following perma- 
nent total disability not being recorded. 


Gives Influence by Class 


Mr. Morris takes up the various 
causes of disability and death. He finds 
that the death rate for typhoid under 
group policies is negligible, though not 
large, even under the regular forms. 
This is explained by the fact that group 
exposures were taken entirely during 
recent years, when the improvement in 
sanitation and treatment of typhoid was 
developed. Under influenza, the group 
business was subjected to a heavy loss 
as compared with regular business, as 
the greater part of the group experience 
came within the period of the influenza 
epidemic. The mortality rate from can- 
cer is considerably higher at all ages 
under group insurance than under reg- 
ular business, chiefly, of course, at the 
higher age grouping. Tuberculosis 
shows a considerable lower death rate 
under group than under regular insur- 
ance, except at the higher ages, where 
the ratios are practically the same. 
This is believed to be the result of the 
methods of selection of lives under the 
two sets of experience. Diabetes shows 
a heavier ratio under regular than un- 
der group, although relatively unimpor- 
tant under either except at the higher 
ages. 

Many Differences Shown 


The diseases of the brain and nervous 
system show considerable higher ratios 
under regular than under group, except 
at the advanced ages. Diseases of the 
circulatory system are somewhat 
heavier under group than under regular 
business for ages 21 to 50, and above 
age 50 the actively employed lives are 
evidently better than those insured for 
regular life insurance. Diseases of the 
respiratory system show a much bet- 
ter ratio under group than under regu- 
lar business. He points out that group 
coverage naturally includes a much 
larger percentage of risks that are ex- 
posed to this particular type of disease. 
Cirrhosis of the liver, while unimpor- 
tant at the younger ages, is a cause of 
death and shows considerable variations 
between the two classes of business. 
Diseases of the digestion system appear 
to be higher under regular than under 
group insurance. The group business 
shows surprising results under acci- 
dents, the death rate by accidents not 
being noticeably heavier than the rate 
under regular business. This is re- 
ported as surprising, as the group busi- 
ness involves industries that are rated 
because of occupation. Deaths from 
suicide show considerably heavier under 
regular than under group business, this 





ADVERTISING EXHIBIT 
TO BE BIG ST. LOUIS FEATURE 


Marked Progress of Insurance Advertis- 
ing in Recent Years to Be Shown 
as Conference Meets 


An exhibit showing the marked 
strides taken by insurance advertising 
in recent years will be one of the fea- 
tures at the convention to be held by 
the recently formed Insurance Adver- 
tising Conference in St. Louis Oct. 
22-23. The purpose of the exhibit is 
to promote an exchange of ideas among 
the many insurance advertising men 
who are planning to attend the conven- 
tion. 

The exhibit, which will be installed 
in the convention hall at the Hotel 
Chase, will be arranged under the fol- 
lowing heads: 1. Magazine Campaigns. 
2. House Organs—policyholders’ 
agency and employees. 3. Direct ‘Mail 
other than House Organs, 4. Window 
Displays—B oo th Dis pla ys—Movie 
Slides, etc. 5. Posters. 6 Booklets—Leaf- 
lets and Pamphiets other than Direct 
Mail. 7. Newspaper Campaigns. 8. 
Outdoor Advertising. 9. Novelties. 

Every insurance company and every 
agency or general agency, whether or 
not a member of the Insurance Adver- 
tising Conference, is invited to send 
to St. Louis specimens of its advertis- 
ing under any of the above heads, so 
that the exhibit may be thoroughly rep- 
resentative. 


Many Companies Represented 


The following companies have already 
arranged to send exhibits of their ad- 
vertising to St. Louis. Aetna Life and 
affiliated companies, American Insur- 
ance Company, Connecticut General 
Life, Federal Surety, Hartford Accident 
& Indemnity, Hartford Fire, Imperial 
Life, Insurance Company of North 
America, Indemnity Insurance Company 
of North America, North British & 
Mercantile group, Phoenix Mutual Life, 
Western & Southern Life. 

The following committee of company 
advertising managers is in charge of 
the exhibit: W. L. Randall, Missouri 
State Life; E. L. Sullivan, Home of 
New York; Stanley F. Withe, Aetnas 
companies; C, A, Palmer, North Amer- 
ica. Exhibits should be addressed to 
W. L. Randall, Missouri State Life In- 
surance Co., 15th & Locust Streets, St. 
Louis, Mo. 








being due to the difference in the 


amount per individual. 
“High Living” Is Big Difference 


Mr. Morris points out a few of the 
principal factors which may have effect 
in determining the differences between 
group and regular mortality. He says 
that the industrial risks have less 
money margin on which to live, and 
accordingly avoid certain diseases of the 
digestive system which come from 
good or “high” living. The type of acci- 
dental death to which the two classes are 
exposed also materially differs. Under 
group insurance, one would naturally 
expect greater occupational hazards and 
less of the recreational type as found 
in connection with regular insurance. 
Under group insurance poorer living 
conditions and matters of life habitual 
to certain foreign nationalities are nat- 
urally expected. The high pressure 
type of life among the professional 
classes would seem to result in more 
nervous disorders than among the in- 
dustrial classes. 


Reports Good Increase 


The Montana Life reports an increase 
of 24 percent in issued business during 
the first nine months of the year, com- 
pared with the same period in 1922. 
This increase compares with the average 
increase of 23 percent of all companies 
throughout the United States. 





PLAN SALES CONGRESS 


—— 


TO BE HELD IN KANSAS CITy 


Will Have Two-Day Conference Nex: 
Week, Under Direction of 
W. E. Bilheimer 





KANSAS CITY, MO., Oct. 15,— 
W. E. Bilheimer of St. Louis, Mo., has 
been secured by the Life Underwriters 
Association of Kansas City to hold a 
two-day salesmanship conference at the 
Kansas City Athletic Club, on Monday 
and Tuesday, Oct. 22-23. Mr. Bilheimer 
for three years was president of the 
St. Louis Life Underwriters Association 
He was also president of the salesman- 
ship club of St. Louis consisting of 
3,600 salesmen of all lines, for a like 
number of years. He has _ personally 
written over $20,000,000 of business, has 
built four general agencies of his own 
and has been a consulting sales man- 
ager during the past two years for over 
20 of the leading life insurance com- 
panies of America. He has a thorough 
knowledge and understanding of life in- 
surance salesmanship and deals with it 
in a practical way that is understand- 
able by the man who carried the rate 
book, 

Open to All Agents 


Opportunity to participate in this con- 
ference is extended to all life insurance 
agents in the surrounding territory. A 
nominal charge of $2.00 has been fixed 
to cover the two days conference. The 
program is as follows: 

Monday, Oct. 22: Morning sessions 
9:30 to 12:00, including “Fundamentals 
of life insurance, “How to get money 
with the application” and “How to meet 
objections.” Afternoon session at 2:30 
at which time will be discussed: “The 
greatest sale in the world.” A general 
talk on salesmanship will follow. 

Tuesday, Oct. 23: Morning Session, 
9:30 to 12:00, the following subjects 
will be discussed: Special talk for gen- 
eral agents, agency managers and other 
executives that are interested in the 
handling of men, agency building, and 
how to get men and how to keep them. 
Afternoon session at 2:30: Talks on 
“Actual closings” and “Life income i- 
surance,” with a bankquet following a 
6:30. At the evening session opening 2 
7:30, Mr. Bilheimer will then give his 
famous address of “Championship Stuff 
delivered over 2,000 times in America be- 
fore civic organizations and conventions 
Interspersed between the verbal sales 
course will be community singing an¢ 
various forms of entertainment. The 
banquet will be held on the club’s lovely 
new roof garden. 


Expect Big Turnout 


Prominent financial men, policy hold: 
ersers, prospects, prospective agents 
principals and superintendents of schools 
have all been invited. Sam C. Pearsot 
and a committee went to Topeka ant 
sold the life underwriters there on tM 
conference, and a large number of wu 
derwriters are expected from that pot 
Elon Clark, Mutual Life; Al Osbourn, 
Royal Union Mutual; Roger Davis, lll 
nois Life, and John Oliver of the Equt: 
able Life of New York have all matt 
special efforts to make the conferent 
successful and they have each promust 
to bring in from 10 to 50 underwrite® 
from the Missouri, Kansas and Oklt 
homa territories. 


Big Showing in Whitfield Month 


The Standard Life of St. Louis brokt 
all. company records in Septembet 
Whitfield Honor Month, when ™ 
agents for the organization turned ™ 
$2,763,000 in written business. Whit 
field Day, Sept. 29, was also the gre# 
est individual day in the history of ™ 
company with $540,000, more than d0% 
ble the next highest day, which 
General Agents Day, Sept. 19. with 
$228,000. The third highest day int 
Standard’s career was Agents Day 
Sept. 8, with $215,000. 
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How Fabius Lost 
His Last Battle 


HE one person who really bothered the rough old 
Romans was a Carthaginian— Hannibal. Early in life 
he started to harass Italy, and he worked at it long and 
successfully. But eventually he ran up against a Dictator 
named Fabius and for about ten years had his hands full. 


Hannibal, a great strategist, who relied more on tricks 
than on military strength, tried hard to scare Fabius but 
failed. When he wasn’t tying blazing sheaves to the 
horns of oxen, and turning the cattle loose at night to in- 
dicate vast forces on the march, he was soaking ears of 
corn in blood and sending them into camps to get a rise 
out of the superstitious Neapolitans. 


Fabius, who had the happy knack of being afraid of 
nothing, even death, paid no attention to these bits of 
playfulness. Between wars, Fabius dabbled in architec- 
ture, spending his own money and all he could borrow 
on temples and triumphal arches. At last his own death 
—the one enemy he failed to provide against—conquered 
Fabius. Once fabulously wealthy, the man that Rome had 
honored for years as a common father, left his own large 
family nothing. At Thebes he died so poor that he was 
buried as a public charge, one small coin being all that 
was found in his house. What a terrible end to any bio- 
graphy. “He died so poor that he was buried as a public 
charge.” Fortunately, in these days of Life Insurance, 
this need not be said of any man. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 
Home Office, Newark, N. J. 
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POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of careful research and 


experience. 


THE OTIS HANN COMPANY 


10 So. La Salle St. Chicago, Illinois 











VALUABLE DATA GIVEN 
TO ACTUARIAL SOCIETY 


Semi-annual Meeting at Toronto 
Received Wealth of 
Material 





MANY MORTALITY STUDIES 


Several Comprehensive Reviews of 
Particular Classes of Business Pre- 
sented by Prominent Actuaries 


TORONTO, CAN., Oct. 15—A 
wealth of statistical and actuarial data 
was presented at the semi-annual meet- 
ing of the Actuarial Society of America 
in this city last week, several of the 
leading actuaries of the country con- 
tributing to the society’s records several 
discussions of value to those taking up 
new branches of the business, The 
actuaries gathered here last Thursday 
and Friday for a two-day session. 

Gives Experience on Term 


Percy C. H. Papps, mathematician of 
the Mutual Benefit Life, read a paper 
on “Mortality experience under term 
policies and under policies issued at old 
ages,” giving the Mutual Benefit ex- 
perience under its 5 year convertible 
term from 1906 to 1921 and the ex- 
perience on policies issued at ages 66 
to 70 from 1907 to 1922. In both cases 
the experience was found to be favor- 
able. Under the term policies, the ex- 
perience was more favorable under the 
policies not converted than under those 
converted, indicating a definite selec- 
tion of the permanent policy when the 
insured considered himself impaired. A 
favorable showing was made in the case 
of policies issued at the older age 
limit. The large proportion of appli- 
cations declined and the policies “not 
taken” indicate a strong selection both 
by company and insured, but the selec- 
tion exercised by the company was evi- 
dently the more effective. 

J. B. Mabon of the Sun Life of Can- 
ada reviewed the mortality experience 
of his company in Hawaii covering the 
business which has been transacted 
there since 1896. The company has 
been charging northern rates and al- 
lotting dividends on the northern scale, 
but Mr. Mabon points out that the 
experience has not justified such classi- 
fication. The ratio of actual to expected 
mortality was 125 percent on whites; 
161 percent on Japanese; 121 percent 
on Chinese, and 108 percent on 
Hawaiians. 

A historical review of supervision of 
insurance in the United States with spe- 
cial reference to valuation standard was 
given by Rainard B. Robbins, speaking 
on “Reserve Standards of Life Insur- 
ance.’ 

Discuss Group Insurance 


E. B. Morris, actuary of the Travel- 
ers, submitted a comparison of the dis- 
tribution and causes of death in group 
insurance as distinguished from ordi- 
nary, by observing the relation between 
the actual and expected deaths in the 
combined experience of six leading com- 
panies from 1913 to 1922. Mr. Morris 
points out that in this study it is found 
that the industrial risk avoids certain 
diseases related to extravagant living, 
is subject to greater occupational haz- 
ards, is subject to the result of poorer 
living conditions and habits character- 
istics of certain foreign nationalities, but 
avoids the high pressure type of life 
found among the professional classes. 

Some remarks on recent develop- 
ments in group insurance and the mor- 
tality experience under group policies 
were given bv E, E. Cammack of the 
Aetna Life. Mr. Cammack presented 
a detailed analysis of the combined ex- 


perience of six companies from 1913 to 
1922. The mortality on converted pol- 
icies was found to be in the aggregate 
about three times the expected by the 
American Man Table and was particu- 
larly higher in the lower ages than in 
the early policy years. It was brought 
out that the group policies show a high 
rate of mortality on converted policies. 


Gives Experience on Children 


S. Z. Rothchild of the Sun Life of 
Baltimore gave the experience of his 
company on industrial policies, issued 
to children under three months of age. 
The company has been issuing such pol- 
icies since 1920 and has confined its 
writing to white children. The number 
of policies written justifies certain con- 
clusions and the company pointed out 
that the results were even more satis- 
factory than anticipated. The annual 
rate of mortality was found to be sur- 
prisingly low, about 32 per 1,000, though 
it was pointed out that there were prac- 
tically no exposures under the first two 
weeks of age, the mode of writing the 
risk eliminating coverage during the 
first two weeks and thus eliminating the 
period of highest death rate. 

Arthur Hunter, actuary for the New 
York Life and Dr. Oscar H. Rogers, 
medical director, presented a joint study 
on “Mortality Study of Impaired Lives,” 
taking up the experience of risks classi- 
fied as “not robust” or “pale” and also 
“high blood pressure.” This report was 
supplemental to the paper presented last 


year by the two New York Life men. 
W. P. Barber, Jr., discussed “Auto- 
matic Premium Loans,” citing as evi- 


dence of the increasing popularity of 
this clause, the fact that at present about 
half the companies of the United States 
use it and about 40 percent of the busi- 
ness is written with it, whereas 15 years 
ago, only 8 of the 48 leading companies 
used such a clause. Mr. Barber said 
that its operations compared with the 
result under the usual extended term in- 
surance options indicate that the pre- 
mium loans increase somewhat the 
chance of further cash payment by the 
policyholder and that therefore the 
clause tends to assist in the conserva- 
tion of business. 

A new phase of the process of 
“Makehamization” is developed by F. B. 
Gerhard. Mr. Gerhard gave a graphic 
method of applying Makeham’s formula 
to mortality experience, 

). a oodward discussed the valu- 
ation of the benefit to widows and chil- 
dren provided by the New York work- 
men’s compensation law as amended in 
1922. 


Shows 70 Per Cent Increase 


The International Life of St. Louis 
wrote $2,845,186 the first nine days of 
October, compared with but $243,000 
for the same period in 1922. September 
was an excellent month for the Inter- 
national with $6,400,000 against $3,500,- 
000 for September, 1922. Up to Oct. 9 
International Life men had turned in 
$61,645,186 compared with $36,143,000 
for the similar period in 1922. This is 
a gain of $25,502,186 or more than 70 
per cent. Since the beginning of the 
year the International has consistently 
maintained its increase of approximately 
70 per cent over the same periods the 
previous year. 





Reaches Goal of 40 Million 


The American Life Reinsurance early 
in September set a goal of $40,000,000 
insurance in force to be reached on 
the birthday of its president, A. C. Big- 
ger. On Oct. 6 Mr. Bigger reached the 
half century mark and although it was 
thought the goal of $40,000,000 was too 
high to be reached on that day, the 
achievement was accomplished two 
days before that time due to a special 
campaign in Mr, Biggers’ honor. 

This achievement of $40,000,000 in- 
surance in force in less than five years 
is a record perhaps unparalleled in 
America by legal reserve companies. 
The American Life Reinsurance has at- 
tained this volume of business without 
having taken over or purchased any 





other company. 
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His relations and obligations 
must be closely and carefully 
fulfilled that he may develop 
himself into a man, valuable to 
and respected by his community. 


The Ohio National Life man 
does not travel the beaten path. 
His efforts stamp him as a man 
possessed with initiative, char- 
acter and foresight, genuinely 
interested in the success of his 
neighbors and his community. 


Ohio National Life 


Insurance Company 






A Maker of 


Community Leaders 


That is the aim of the Ohio 
National Life in giving its agents 
assistance that will develop their 
own characteristics in salesman- 


It is not our plan to tell 


the Ohio National Life man how 
to sell life insurance but rather, 


give him a broader conception 
of the duties and responsibilities 
of a life insurance man as they 
affect his community and his 
fellow men. 












Cincinnati, Ohio 





T. W. APPLEBY, President 



























MORTALITY EXPERIENCE 
GOOD ON OLDER AGES 


Policies Issued by Mutual Benefit 
to Ages 66-70 Prove 
Satisfactory 


ALSO GIVES TERM DATA 





Speech Before Actuarial Society Pre- 
sents Figures Since 1906 on 5- 
Year Convertible Form 





TORONTO, CAN., Oct. 15.—One of 
the valuable statistical contributions 
given the semi-annual meeting of the 
Actuarial Society of America, in ses- 
sion here last week, was that by Percy 
C. H. Papps, actuary and statistician for 
the Mutual Benefit Life, on mortality 
under policies issued at the older ages, 
from 66 to 70, and on the five- year con- 
vertible term policies. Mr. Papps said, 
in part: 

Few Write Higher Ages 


“Of 133 companies examined it was 
found that five companies only have an 
age limit of .70 for new insurances, the 
companies being the Aetna, the Mutual 
Benefit, the Mutual Life, the Public 
Life of Chicago and the Sun Life of 
Canada. The experience here recorded 
is that of the Mutual Benefit for the 
issues of the years 1907 to 1921, inclu- 
sive, and the observations are carried 
to the policy anniversaries in 1922. It 
will be found that the experience on 
American male lives, as shown in the 
A. M. table, indicates a mortality of 
100 percent of the American table at 
attained age 60 and about 101% per- 
cent at age 65, when the first five years 
experience is eliminated. The Mutual 
Benefit experience is very much more 
favorable and this is very likely due 
to the great care exercised in selecting 
the business. One feature of the ex- 
perience is the high percentage of ap- 
plications submitted which were de- 
clined. For example, during the four 
years, 1918 to 1921, inclusive, the com- 
pany received 584 applications, repre- 
senting insurances of $3,249,891 on lives 
66 to 70 years of age. No less than 
291 applications for $1,817,966 were de- 
clined. The percentages of declined to 
submitted applications was, therefore, 
49.8 percent by policies and 55.9 percent 
by amount. 


“Not Taken” Big Item 


“Another feature of the experience 
was the large amount of not taken busi- 
ness at these older ages. During the 
15 years 1,210 policies for $4,081,679 
were issued and of this number 227 
policies for $916,225 were returned not 
taken. The percentage of not taken to 
issued was 18.8 percent by policies and 
22.5 percent by amounts. For ages 61 
to 65 at issue 3,062 policies for $12,031,- 
089 were issued and 474 policies for 
$2,325,099 were declined. The percent- 
age of not taken was, therefore, 15.5 
percent by policies and 19.3 percent 
by amounts. The not taken business 
for all ages has averaged about 10 per- 
cent when measured by policies during 
the past fifteen years. 

“The two points mentioned would 
seem to indicate a very strong selection 
by the company, as evidenced by the 
high percentage of declinations, and of 
marked selection by the applicants who 
proved to be acceptable to the company, 
as shown by the high percentage of 
not taken business. As will be seen the 
selection by the companv seems to have 
been considerably more effective than 
any attempted selection by the appli- 
cants, for the mortality experience has 
been decidedly favorable. 

“In 1906 the Mutual Benefit com- 
menced to issue a five year term policy 
with the privilege of conversion limited 





to the first four years. Although no; 
guaranteed in the contract the privileg 
of conversion was allowed within the 
days of grace allowed for the paymen 
of the fifth premium. The company ha; 
recently investigated the mortality ex. 
perience under these policies, both dur. 
ing the time when the policies continue( 
as term insurance and also after: con. 
version. The investigation was mac 
by the policy year method, the dura. 
tions being taken to the nearest tenth 
of a year with the exception of the 
deaths which were exposed for a ful 
year in the policy year in which deaths 
occurred. The experience covered the 
issues of the years 1906 to 1920, incly. 
sive, and was carried to the policy an. 
niversaries in 1921. Excluding 526 poli. 
cies for $2,618,794 which were throw 
back to the beginning of the first year 
the term insurance included in the in. 
vestigation according to the mode og 
termination was as follows: 





Mode of No. of Percentage 
Exit Policies Amts.. Policies Amts 

Existing. 3,070 $22,281,392 14.0% 26.6% 

as 259 986,200 1.2% 1,24 

Other termi- 

nations..18,519 60,347,245 84.8% 72.2 
Total. .21,848 $83,614,837 106.0% 100.05 


“The marked difference between the 
percentage of existing according to pol- 
cies and amounts, as shown in the abov 
table, is doubtless due to the material 
increase in the average amount insure 
under each policy in recent years. 

“The percentage of actual to expected 
mortality, on both the American Mae 
and the American Experience tables 
indicates that the company has hada 
very satisfactory experience so far w 
the mortality prior to the conversion 
of the term policies is concerned. This 
is probably due to the fact that the 
company has not been willing to accept, 
on the term plan, certain cases whic 
it has been willing to accept at stan¢- 
ard rates on higher premium plans 
In other words, it has recognized the 
known tendency of poorer risks to in 
sure on the cheapest plans and has been 
careful to issue term insurance only to 
those applicants who are considered to 
be well up to the company’s standard of 
acceptability. 

“In studying the mortality under cop 
verted policies the expected deaths are 
computed according to the duration 
from the original date of issue. The 


actyak deaths are also recorded in the ff 
proper policy year dating from the date 


of the original term policy. In some 
few cases conversion was allowed after 
the four years and one month had ex 
pired, and in such cases the company 
was furnished with a new medical ex 
amination. These cases were few 
number and were eliminated from the 
experience so that in all cases the con 
verted policy experience dates from the 
medical examination for the origina 
policy. 

“It will be noticed that the mortality 
in the fifth policy year, both under term 
policies and under those converted, § 
unusually favorable. It is difficult 
assign any reason other than accident# 
causes for the very low mortality ™ 
the fifth year. 

“It is rather striking to find that th 
mortality during the first four polit’ 
years is considerably higher under cot 
verted policies than under the ter 
contracts. The insured would have bet? 
equally well protected by the term poli 
cies. It suggests the thought that som 
of these policyholders, realizing tht 
they were in impaired health, feared ® 
trust to the protection of the term Po 
icy, where the insurance was _ limite 
to five years, and, therefore, lost ™ 
time in converting to a more perm 
nent form of insurance. In view of th 
low rate of mortality during the 
year, it appears that if the suggest) 
selection did take place the insure 
were considerably more optimistic 4s " 
the future duration of their lives that 
the subsequent facts warranted. 
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Announcement has b Lorrait# 


approaching marriage of Miss 
Albright, daughter of Dr. and ar 
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thur McGeoch Flint, Oct. 20. Dr. Ale 
is the leader among Northwestern Mu 
Life agents. 









October 18, 192; 


—= 


























Prese 
Ac 


NEV 
years < 
two of 


compat 
hour a’ 
New Y 
fell to 
confror 





departm 
found t! 
mon qu 
were thi 
Vertising 
join in | 
was the 
vertising 
jority o 
Insuran 
obtainec 
conferer 
the Assc 
World, 
be held 
to whic! 
terested 
cluding 
advertisi 
nals, etc 
Practical 
leature 
addresse 
Info: 
The m 
Club thr 
formal , 
to be a 


agers in 


towns, 
these ad 


at the 

definite 1 
Meetings 
were ap} 
member 
second t 
8taphed 
surance 





18, 1923 








—= 


ugh not 
Privilege 
thin the 
payment 
yany has 
lity ex. 
oth dur. 
ontinued 
ter ' con- 
iS made 
ie dura- 
st tenth 

of the 
ra full 
h deaths 
ered the 
0, inclu. 
licy an. 
526 poli- 

thrown 
rst year 
the in- 
node oj 


rentage 


ndard of 


der com 
aths are 
duration 
ie. The 


1 in th & 
the date F 


[In some 


ed afte BF 


had ex- 
‘ompany 
lical ex- 
few in 
rom the 
the con- 
‘rom the 
original 


nortality 
der term 
erted, 
ficult to 
>cidental 
tality ™ 


that the 
r policy 
der cot 
he ter® 
ave beet 
rm pol 
rat some 
ng that 
eared t 
erm por 

limite¢ 
lost 
perms 
w of the 
the fifth 





rggestet 





insureé 
























October 18, 1923 


LIFE INSURANCE EDITION 



















HOW INSURANCE “AD” 
MEN GOT TOGETHER 





Present Conference Grew Out of 
Accidental Meeting of New 
York Advertising Men 





HAS MEMBERSHIP OF 75 





Topics Selected for Coming St. Louis 
Meeting Show Progressive Spirit 
of Organization 





NEW YORK, Oct. 16.—About three 
years ago the advertising managers of 
two of the New York fire insurance 
companies accidentally met at the lunch 
hour at the Drug & Chemical Club in 
New York. As they were eating they 
fell to discussing the problems which 
confront the advertising and printing 





LEON A. SOPER, Phoenix Mutual 
President Advertising Conference 


departments of the companies and 
found that they had a good many com- 
mon questions to decide. While they 
were thus talking they spied a third ad- 
vertising manager and called to him to 
join in the discussion with them. This 
was the inception of the informal ad- 
vertising conference from which the ma- 
jority of the charter members of the 
Insurance Advertising Conference were 
obtained. The insurance advertising 
conference is now a “departmental” of 
the Associated Advertising Clubs of the 
World. At its convention, which will 
be held in St. Louis Oct. 22-23 (and 
to which, all are invited, who are in- 
terested in insurance advertising, in- 
cluding big companies and small ones, 
 @dvertising agencies, insurance jour- 
fy nals, ¢tc.) an attractive and thoroughly 
f Practical program will be given. The 
» ‘ature of the meeting will be short 
addresses and long discussions. 
Informal Conferences Developed 


The meeting at the Drug & Chemical 
ub three years ago developed the in- 
tmal conferences which were found 
to be a great help to advertising man- 
agers in New York City and nearby 
towns, It grew to be customary for 
these advertising men to get together 
at the lunch hour occasionally. No 
definite period was set at which to hold 
meetings, no officers nor committees 
Were appointed. At each session one 
member was asked to preside while a 
Second took notes which were mimeo- 
Sraphed for the members. If a life in- 

France representative presided, a fire 
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“Let’s All Git Togedder”’ 


This is the favorite phrase of one of the Nation’s most 
famous politicians. Perhaps it is put a bit crudely, or per- 
haps it is not as grammatical as it should be; but, nevertheless, 
it is synonymous with the key-note of all big success— 
Co-operation. 


We believe the Pan-American’s enormous growth, since 
its organization in 1912, is mostly due to the co-operation 
between the Home Office and the Representatives in the Field. 


Our Sales Planning Department develops Prospects, 
arranges interviews for Agents with those Prospects and, in 
every way, places the Representative’s work on a higher 
and a better plane. By way of illustration: 


Since January list, we have given to our Agents the 
names of 10,000 good, live Prospects. From these Prospects 
more than Five Millions of Life Insurance has already been 
written. We are also at all times, devising plans which will 
make the Agent’s work easier and which will result in big- 
ger, brighter and better business for him. 


If you are not presently connected, and want to “Git 
Togedder’’ with the Pan-American—write us. 


ADDRESS 
E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 
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insurance man would act as secretary. 
At the next meeting a casualty man 


e ee would probably be president and a life 

Mutual Life 1923 Dividends insurance man secretary; at the third 

meeting the fire insurance man would 

preside while the casualty man would 

The Mutual Life Insurance Company of New York was the first Americas legal act as secretary. The success of these 

ceserve Mile insurence company to pay enh Gvidents. Fer more than coventy-five years conferences is shown by the fact that 

it hee consistently made dividend ane SS apnea pad ys oy fer an cosnsional it was not long before about 24 adver- 
digit essence i echotete, bes maintained on upward 6 a tising managers were attending. 


In 1922 the Company paid in dividends to policyholders $30,046,105. The words “advertising manager” 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), are probably used inadvisedly. The 
and i has set aside for 1923 dividends to policyholders $32,832,839, equalling about 4% membership of this conference was not 
of the amount of 1922 premium receipts. —and is not—confined to advertising 
managers. It was the endeavor to have 
For terms to producing Agents address in attendance a man from each com- 
é‘ pany who controlled or was principally 

° interested in advertising. Sometimes it 
The Mutual Life Insurance Company ||| «25, th acvertising manager, again it 


might be a vice-president of the com- 


of New York pany who had the printing and adver- 
tising under his supervision. This con- 
ference had no name, no organization 

34 Nassau Street, New York ae 
In the meantime the advertising end 
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Its Policyholders 


Repeat 
4 9 * 1 1 % The assignable cause for this 
is found in the Northwestern 


business policy of: 


. ° Careful Selecti 
of the new business issued a: fies Batons 
Insuring Only Males 


by the Northwestern Mutual Low Death Rate 


Safe Investments 

: ' Efficient Management 
Life Insurance Company in omer mg ennai 
Low Expenses 


1922 was upon applications Purely American 
Purely Mutual 


i in- No Brok 
of members previously in No Brokerage 


° No Twisti 
sured in the Company Civil Prema for Agents 


Clean Business Methods 
Low Net Cost 


THE NORTHWESTERN MUTUAL 
LIFE ‘a ~=INSURANCE 
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Rockford Life Insurance Co. 


Francis L. Brown, Secretary and Manager Rockford, Illinois 


ILLINOIS 
Territory open in: INDIANA 
IOWA 











of the insurance business has grov : 
very rapidly. A number of company ON" 
have launched national advertising cay 
paigns, spending hundreds of thousan 
of dollars. Some companies are doig DENN 
very extensive research work and ma 
new departures in life, fire and Casuah 
insurance advertising were initiated. ts 
was just a few months ago when Ly agen 
Soper, advertising manager of the Phe at 
nix Mutual Life, suggested that an j 
surance advertising body be organix 
to affiliate ~ith the Associated Adve 
tising Clubs of the World. He conf The s 
municated the idea to those active #>enn M 
the informal conference and _the resi: the F 
was a meeting at Atlantic City at 4 f that « 
last annual session of the Associaty otel D 
Advertising Cluhs of the World. ie an 
More There Than Expected Vashing 
nd Ca 
onventi 
g. Hi 
resent. 
gs we 


In planning this meeting some 50 ki 
ters were sent out to those who it w 
thought might be interested. A rog 
was secured in an Atlantic City how 
with plenty of room for about 25 peopl rricor 
which was the number anticipatelons a 
When the time for calling the meetigiiypite 
to order arrived there were 53 prospelifoulmin 
tive members in the room, all of wholliector. a 
were interested in insurance advertisfifor of p 
ing from one angle or another, Conf J. B. 
panies, agents and publications as wiiFrancisc. 
as advertising agencies were repellBion, anc 
sented. vy Pres 

A widespread interest has been deviMMleyer E 
oped in the organization and the menfier, the 
bership has now grown to about {ress on 
The meeting is being held in St. Lowfifison S. 
this time with the hope that represemm™Paul Hu 
tives of the western insurance compagpur pres¢ 
ies and those insurance agencies whidggpnce.” Se 
are seriously advertising may attelggt Portl 
While it has been the object of the sofmLife In: 
retary to communicate with all insrgi The s 
ance companies thought to be interestimppened vy 
in advertising it is well known that txgggent at 
mailing list has not been complete ag™llowing 
it is hoped that all companies that ontest | 
possibly send on advertising represeg™cnneth 
tatives will do so. It is felt that tggmemts in 
exchange of ideas will be valuable ye: White 
those who are spending $500 a year aim! . 
well as to those who are spending $sigur'te of t 
000 for advertising. jon; “Ch 


Two Kinds of Members J. F_ G 


It is not only those who are takig@présided ; 
space in the national publications tuggpPened vy 
are interested but every company whge™urance 
imprints letterheads and literature iqgg°™¢ ins 
its agents will find topics of inter illowed 
being discussed. come in 

There are two kinds of members iggdson ar 
the Insurance Advertising Conferencji ‘cisco 
The active members are accredited req tant t 
resentatives of insurance companicgme’s ‘alk | 
who have as a part of their duty to com: "¢lopme 
ate, supervise, or control the advertisi eo 
policy of their companies. Only actir weamtati 
members are entiled to vote in the dm *)™Pos! 
fairs of the conference. Associate met on, Ch, 
bers are intimately connected with & has, 
creation of the institution or sale ofa 
vertising relating to insurance. 
ge words the active members si 
be advertising managers or officers ' 
insurance companies in charge of “Bphicp, th 
vertising departments. The associ, 22 
members shall be insurance agents, Rong 
surance newspaper men, advertiiiude” yy, 
agents, or members of advertising ¢ b 
partments of insurance companies ® Psycholo 
eligible for active membership. Btrong, It 


B. Dury e 
tulle, A 


Follow: it 


Announces “Bacon” Contest 


The October issue of “Westwatt Sal 
the monthly publication of the Wes" Th 
Life of Iowa, announces the custom ¢ Oki 

“Bring Home the Bacon” contest. 
is a custom of eight years’ stand ife of St, 
followed by the Western Life and ? Duke Ce 
vides for prizes of bacon and ham tir chief, 
those who produce business dul@iRhey were 
October. taded by 

In order to qualify for the contt™—y poh E 
an agency must produce at least $3! H 
of business, and all production a? . assist, 
that amount results in the prizes HiP6500- ¢ 
bacon and ham, according to fommen< 
amount and kind produced. mest was 

The Western Life reports having, while 
written, the first nine months of “lime throy 
$500,000 more than the entire great riy 


exas sale 

















months of 1922. d Texas 
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he Phe at Monterey for Conference 
it ano With Officers 

Tr anize 

1 Adve 


He com The southern California agency of the 
active @Penn Mutual Life was well represented 
he resuimt the Pacific Coast regional convention 
y at (Wf that company, which was held at the 
SSociat#Hotel Del Monte, Monterey, last week. 
d. he company’s agencies in Montana, 






























ted Vashington, Oregon, Colorado, Utah 
se Sele nd California were embraced in the 
Be onvention, about 75 delegates attend- 
10 It Wing. Home office officials who were 
_A roofiBresent and participated in the proceed- 
“ity hot gs were William A. Law, president; 


25 peomiHarrison S. Gill, supervisor of applica- 
\ticipatemions and death claims; George 
> meetimVhite, assistant actuary; Dr. Harry 
prospec oulmin, vice-president and medical di- 
of whowector, and Stewart A. Anderson, direc- 
advertififor of publicity. 
r, Con J. B. Duryea, general agent at San 
S as wiFrancisco, presided at the opening ses- 
e ion, and after the address of welcome 
y President Law and response by 
feyer Harrison, general agent at Den- 
the mengMer, the program continued with an ad- 
ress on “Special Agreements,” by Har- 
son S. Gill, who was followed by E. 
Paul Huttinger, with a talk on “How 
ur present tax laws will sell life insur- 
nce.” Seth B. Thompson, general agent 
t Portland, closed the session with 
Life Insurance Impressions.” 
all inse™m The session on Wedneseday was 
: Mepened with J. F. Van Slooten, general 
gent at Los Angeles, presiding, and the 
ollowing program was followed: “Pep 
ontest by Field Men.” conducted by 
enneth R. Smith; “Recent Develop- 
ents in Actuarial Service,” by George 
R. White; “Medical Problems,” by Dr. 
5 larry Toulmin; “The House by the 
Jing $5 ide of the Road,” by Stewart Ander- 
n; “Chart Sales Talk,” by Roy R. 
Roberts. : 
J. F. Grant, general agent at Seattle, 
are takiggp’’sided at the Thursday session, which 
pened with an address on “Income 
yany whiigesurance,” by Thomas R. Crowley, in- 
igeome imsurance specialist. This was 
llowed by a sales demonstration of 
come insurance conducted by Paul K. 
udson and Anthony Tuohy, of the San 
francisco agency. Ralph Humphries, 
ssistant to vice-president, gave the clos- 
g tak on “The value of systematic 
evelopment of prospects.” General 
iscussion of each paper followed its 
resentation, and after the last address 
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)nly act - t 

in the a. 2 ™Posium was given by the follow- 
ciate met g men: J. F, .Grant, Seth B. Thomp- 
4 with t on, Chas. W. Chech, A. F. Field, Paul 





B. Duryea, Frank A. Neyhart, R. E. 


sale of @ 
pared lullen, A. S. Hambly and W. A. Car- 


rance. 









rs SE Potlow: : 
po, Following the session on Wednesday, 
rge of hich" th, was given in the evening, at 
associ, the following after-dinner pro- 
m was presented: “Heredity.” by 






agents, 
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President Law; “Penn Mutual Plenti- 
de,” Will G. Farrell; “The Instru- 
ent,” by Stewart Anderson; “How 














panies "MP sychology Helps,” by Dr. E. K 
up. prong, Jr., of Stanford University. 
ontest 
Were Salesmen Honor Corbyn 

e mt 
- custom = Oklahoma and central northwest 
contest. i < s salesmen of the Central States 
-s’ stand ag St. Louis designated September 
fe and pamvuke Corbyn Month,” in honor of 
nd ham he, chief, and said it with applications. 
ess di ey were divided into two teams, one 






taded by G. W. Gable and the other 







the conmtiy John Ernest. Gable’s men won b 
i, ' J y 
least . _ He led with $40,000 and was 
ction - Y assisted by R. T. Williamson with 
e prize 6,500; C. K. Dean, $24,500, and W. T. 






ng to ° 






ommens and J. O. Williams, $27,000. 
a was high for his outfit with $64,- 
. , while G. F. McGee and J. M. Ray 
me through with $22,500 each. There 
steat rivalry between the Oklahoma 





orts ha . 
ths of ™ 
entire 















You Can’t Jimmy Your Way 
Into a Lincoln Life Contract 


You can’t break into a Lincoln National Life 
‘agency contract with a crow-bar if you lack the 
Lincoln National Life service ideals. 


You can’t blow your way into a position of 
trust as a Lincoln National Life rate book man. 
You must have service ambitions which are up- 
right and earnest. 


But when you measure up to the Lincoln Na- 
tional Life service standards we are ready to get 
behind you with the zeal that combines under- 
standing and action. Your effort to serve the 
insuring public will be rewarded by prompt and 
thorough co-operation from the Lincoln National 
Life Home Office. Practically without rejection, 
your policies will be issued ready for delivery 
with helpful dispatch. Claims will be settled 
promptly. 


When your service ambitions are of the aggres- 
sive kind that naturally associate with Lincoln 
National Life, it will pay you to 











Cnc up (wr tue Q)LINCOLN) 








The 


Lincoln National Life 
Insurance Company 


“Its Name Indicates Its Character’’ 
Lincoln Life Building Fort Wayne, Ind. 
Now More Than $280,000,000 In Force 
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This is one of a series of messages appearing each week. 
Watch for the one to appear next week. 


One Outstanding 
Purpose—GOOD 


It is the aim of the Grizzard System to allow 
the greatest number of people possible to 
participate in the benefits of old-line life 
insurance. 


To do this the Grizzard System places old 
line life insurance’ policies in legal reserve 
companies of recognized merit. It is done 
on{a monthly |budéget} basis, the Grizzard 
System financing the annual premiums 
with its own resources and at its own risk. 


But the great purpose of the Grizzard System 
cannot be successful unless the strictest prin- 
ciples of good business conduct be observed 
and to this end every individual within 
the organization is constantly striving. 


Ask for a free copy of Radio 
Address on ‘‘Life Insur- 
ance,’’ by James A. Grizzard 


Pronounced Griz—ard’ 


SYSTEM 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated ‘ OHIO, Incorporated 
Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND 


GRIZZARD SYSTEM OF 16 E. Broad St.,. COLUMBUS 
MICHIGAN, Incorporated Metropolitan Bldg., AKRON 
Ist Natl. Bank Bidg., Detroit Daily News Bldg., CANTON 


GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 


CHICAGO 
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NO STOCK WITH ITS POLICIEs 





Convention Report Shows Mountz 
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States Life of Denver Is Not GIv! 
Using That Plan 
Develo 
The Mountain States Life, for som Inst 
time a storm center as to the “stoc 
with policy” plan, is not now using thai 
plan, according to the convention r. 
port by the insurance departments ¢ TOR 
Colorado, Arizona, Nebraska and Wy. rapid # 
oming just made public. The depart. cnt ye 
mental report states that the examina lems 
tion discloses that the company is nif 
selling any stock, nor offering to sej[m *“*. os 
any stock, either as an inducement him *% col 
insurance or otherwise. The amoung the Se™ 
actually issued, outstanding and paiifm >ociety 
for, is $155,845 par value, all sold af discuss: 
a premium above par. There has beef group ! 
paid no commission, salaries or othe ures of 
-expenses for the sale of stock at any{ Metrop 
time and no promotion stock issued ada anc 
The examination has disclosed thai in part 
there have been no promotion or organ 
ization costs whatsoever, except thos “Thir 
required for filing articles of incorpo - force 
ration and such other fees as are nf - 
quired in that connection. The Mouw-™m %@ *° 
tain States Life carries on its applic. dicates 
tion blank a printed statement over the Ployes 
signature of the apolicant stating thi jm ™suran 
“no offer to give, sell or purchase as aj cent. ‘ 
inducement to insurance, or in’ connec @™ the gro 
tion therewith, any stock, bonds off steady 
other securities of any insurance com was a 
pany or other corporation, association ff) general 
or partnership or any dividends or profit time. 
to accrue thereon, or anything of valu i991 an 
“whatsoever not specified in the polic I time J 
or otherwise, of any kind or characte coum i 
has been made to procure this appl: pe A 
cation.” — 
The examination report traces the eT 
history of the company since its incor-#) _ 
poration in October, 1920, and com ~ th 
mends the company on its underwriting iy y 
practices. It states that the death® ..., oe 
claims are paid promptly and withowt# .,.. la 
unnecessary “red tape.” The company jor - 
has no resisted claims. Its mortality ! 
experience has been verv favorable ee 
Un to this time no dividends have been an d. 
paid to stockholders, such earnings % - ° 
might have been used for that purpose =o - 
i - . ortalit 
havine been paid to policyholders contrit 
participating policies or passed to su-#} . — 
A “ ntribu 
plus. The 1922 premium income lyf clea’ ios 
states was as follows: Colorado. $86; the y 
951: Wyoming, $50,464; New Mexico ,. a 
$672. and Utah, $1,260. The balancfy -°Y Ps 
of the premium income was distributed "™POTt! 
in miscellaneous states in which the Co 
company is not transacting business “The 
but to which policyholders have movel the nor 
since the insurance was issued. A?-BB classes 
proval is expressed on the merger ORF tributor 
the Phoenix National Life of Phoen\R} examina 
Ariz.. with the Movntain States Litt) under 4] 
on March 1, 1923. The report stateR} dustry , 
that the books and records of the com it has’ } 
pany are in good order and well keosR® of mort. 
though perhaps too elaborate in deta Ry contribu 
squcinenninsanaintaies f tory po! 
Finds South Prosperous industrie 
The recent prosperity of the south} classes j 
following its recovery from the post-w—m by a hig 
depression, has resulted in the anomaly tric and 
of the North Carolina agency produR} utory cl; 
ing more business for the Philadelph? “As it 
Life than its home-office state, FPennsy' Rj @e no | 
vania. g STOws v 
This was announced at a meeting © Policies 
the home office Plico Club by A. ¥ gi Yestigati 
Hopkins, agency manager, who has jo Mortality 
returned from a tour of southern agttgiy ° 'ssue. 
cies. Mr. Hopkins said crops we orp 
good in North Carolina, wages we ie ah 
above the average, the people semed *y *)'Y not 
be making more money than they ls gn a 
been making for years, old debts we én this 
being paid, North Carolina was workit oe 
on a $90,000,000 road-building pros@™ay lion 
providing easier travel and employme® Ployes 
for labor, and the life insurance busine E 
was on a better basis than at any ot® “As hz 
time of which he had knowledge. surance | 
President Clifton Maloney gave ES provide { 
Plicos an inspirational talk, wat $9 insured ¢ 
them to make sure the prospect knes Ity befor, 
exactly the kind of policy he was D)@Pin one , 
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a GIVES GROUP EXPERIENCE 
Developments in This Class of Life 
OF some Insurance Outlined by E. E. Cam- 
My mack in Toronto Speech 
tion re. 
rents oj TORONTO, CAN,, Oct. 15.— The 
nd W)-I% capid growth of group insurance in re- 
depart-I% cent years and the underwriting prob- 
xamine Hf lems now being given much thought 
y 1S DORE were outlined by E. E. Cammack, actu- 
to sl sty for the Aetna Life, speaking before 
ment to “ . : : 
amoung the semi-annual meeting of the Actuarial 
nd pai Society here last week. Mr. Cammack 
sold a discussed the recent developments in 
1as been | group insurance, basing his talk on fig- 
or othe ures of the Aetna, Connecticut General, 
at any Metropolitan, Prudential, Sun of Can- 
issued / ada and Travelers, combined. He said, 
ed tha i in part: 
r Organ Is Growing Rapidly 
Dt thos “Thirty-six American companies had 
INCOTP0- BS in force at the end of 1922 group insur- 
i ance for over $1,800,000,000. That in- 









dicates that approximately 2,000,000 em- 
ployes were insured. Of this total 
insurance, 7 companies held over 97 per- 
cent. Since its inception 10 years ago, 
the growth of group insurance has been 
steady except during 1920 when there 
was a temporary set-back due to the 
general depression in industry at that 
time. Rapid growth was resumed in 
1921 and still continues at the present 
time. But with the renewed interest in 
group insurance there has come about 
amarked change in the method of trans- 
acting it, 

“Prior to 1920 most of the business 
was written on the non-contributory 
plan, that is, the employer paid all the 
cost. Of the business now being writ- 
ten, a large portion is on the contribu- 


applica 
over th 
ing that 
Se as a 
conner- 
onds o 
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haractet 
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ices the 
ts incor 
1d com: 
rwriting 
e death 
without 


sompany ie oy plan. The employer and the em- 
nortalitr ployes pay the premium jointly, Since 
vorablefe U@der the contributory plan of group 
ave been imsurance not’ all of the employes are 


insured, there naturally arises a ques- 
tion as to whether a higher rate of 
mortality will be experienced under the 
contributory plan than under the non- 
contributory because of selection exer- 
cised by the employes. And because of 
the growing popularity of the contribu- 


nings 2 
purpose 
ders on 
to sur 
ome by 
lo. $86- 


— tory plan this question has become an 
tributed important one. 

rich the Contributory Slightly Higher 
— “The ratio of actual to expected on 
e = the non-contributory business for all 
d. APES classes is 87 percent and on the con- 
vel bs tributory business, 105.5 percent. An 
io ik examination of the relative mortality 
* cull — the two classes, industry by in- 
he cott- the’ does not indicate, however, that 
cit kest ie; 8S been proven that a higher rate 










of mortality will be experienced under 
contributory than under non-contribu- 
tory policies. 

The difference in mortality for all 


n detail 


5 : . : 

industries combined between these two 
e south classes is accounted for almost entirely 
post-wa" y a high rate of mortality under elec- 


tric and street railroads in the contrib- 
utory class. 

As in previous investigations, there 
are no indications that the experience 
sTows worse with the length of time 


anomaly 
produc: 
adelpha 
Fennsy! 


ting OM Policies have been in force. The in- 
, A. MIB vestigation shows a very light rate of 
has jo Mortality during the first calendar years 
rn agetfi Of issue. In this connection it may be 
ps wet "eMarked that the favorable mortality 
es wet showing under steam railroads is prob- 
emed tm bly not indicative of what may be ex- 
hey hal Pected in the future, because nearly all 
sts wet Of this experience is in the first calen- 
workin “4 year and much of it is upon clerical 
srogramgm and supervisory forces, that is, upon 
loymett employes in non-hazardous occupations. 
— Experience on Disability 

oe ta 4] “ 

iy PN been pointed out, group in- 
ave “HM provide = iciés in nearly all instances 
warn ; or the payment of the full sum 





insure it Sul 
ty bee on permanent and total disabil- 
in nwt age 60. The amount is paid 

one sum or in instalments over a 






ct kne 
vas buy 









very brief period. The table below gives 
a comparison of the total number of 
cases of permanent and total disability 
with the expected by Hunter’s Table. 
The experience is shown by age groups 
for the 10 year period combined and 
also by calendar years. The remarkable 
thing about this experience is the rapid 
increase in the total and permanent dis- 
ability rate. The ratio of actual to ex- 
pected has increased from 2.7 percent 
before 1918 to 53.9 percent in 1922. 


Disability Experiemce 1913-1922 











Expected 

Central No. of by 
Age Exposed Cases Hunter Ratio 
a. 3 594,601 49 304.4 16.1% 
23 756,011 88 393.9 22.3% 
743,182 112 405.8 27.6% 
661,513 113 396.9 28.5% 
585,379 121 433.8 27.9% 
453,722 152 456.4 33.3% 
372,370 168 535.5 31.4% 
267,589 209 596.7 35.0% 
181,334 232 729.1 31.8% 
$4,615,701 1,244 4,252.5 29.3% 

Expected 

No, of by 
Year Exposed Cases Hunter Ratio 
1913-17..$ 300,528 7 260.9 2.7% 
BED cece 331,408 14 297.4 4.7% 
1919 es 593,926 43 545.3 7.9% 
1920 . 1,094,369 150 1,004.9 14.9% 
1921 - 1,139,878 446 1,061.5 42.0% 
1922 .... 1,165,592 584 1,082.5 53.9% 
$4,615,701 1,244 4,252.5 29.3% 


“It is a practice of companies and re- 
quired by law to allow employes leav- 
ing their employer to convert their 
group insurance to any whole life or 
endowment policy without medical ex- 
amination at the regular premium rates 
for the classes to which they belong. 
It has been feared that in the exercise 
of this privilege a severe selection would 
be exercised against the insurance com- 
pany and the results of an investigation 
made of the experience under conver- 
sions has confirmed these fears. 

“The mortality under conversions 
from all the group policies included in 
this investigation has been examined. 
The experience under the conversions 
covers the same period of time as cov- 
ered by the group investigation, namely, 
from 1913 to 1922. It is shown below. 


Group Conversions 
Conversions from Contributory and Non- 
Contributory Group Policies 
Years of Issue 1913-1922 

By Age at Entry 
Expected 














Deaths 
A. M. 
Years Actual Ult. Per 
Exposed Deaths Table cent 
BEFEE ccccess 1,730 40 7.0 571.4 
BEPEO ccccsee 4,278 65 9.2 338.5 
35/44 .......- 3,646 63 21.9 287.7 
45/54 _....... 2,046 60 24.0 250.0 
55 and over.. 1,160 95 37.0 256.8 
Detas. cevce 12,860 323 109.1 296.1 
By Policy Year 
Policy Yr. 6,622 209 57.0 366.7 
Policy Yr. 2. 3,584 85 30.5 278.7 
Policy Yr. 3. 1,595 15 12.8 117.2 
Policy Yr. 4. 601 7 4.9 142.9 
Policy Yr. 5 x 
an dover .. 458 7 3.9 179.5 
Petal... 12,860 323 109.1 296.1 


“The mortality is exceedingly high in 
the first two policy years. After that 
it improves. The general practice has 
been to pay no commission to agents 
on conversions, but there is a theory 
that a better rate of mortality would be 
experienced if conversions were encour- 
aged by payment of commissions. Un- 
der this theory it is held that most of 
the bad lives will convert in any case, 
and that the additional conversions ob- 
tained through encouraging the agent 
to go after them will constitute a good 
average body of lives. One company 
had paid commissions on conversions 
but the mortality experienced by that 
company under its conversions was 
slightly worse than the mortality shown 
by all the companies combined.” 


Paul H. Kremer, general agent at Mil- 
waukee for the Venn Mutual Life, has 
been appointed captain of Team No. 1 
of the Milwaukee Community Fund cam- 
paign which will shortly put on a drive 
to solicit funds for 32 deserving charity 
and social work organizations of Milwau- 
kee. The team is composed of members 
of the Kremer agency sales force. 





THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a to earn more money you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than regular casualty 
companies. Our agency contracts are as liberal as can be made. 
WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 


Reliance Life Insurance Company of Pittsburgh "pzja.2e"* Pittsburgh, Pa, 











TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 
Executive Offices Wichita, Kansas 





Ps “SAFE AS A GOVERNMENT BOND" 


©) The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT “ce MONTHLY INCOME INSURANCE 


Slateeas LATEST POLICIES AND AGENCY CONTRACT Ba'US7 HE: 
Openings OHIO, IND. KY, MICH. and W. VA. Write Cobumbus 











. . 7: 7 
Acacia Mutual Life Association 
Formerly the Masonic Mutual Life Association of the District of Columbia 
Insurance in Force, over $135,000,000.00 Assets over $8,000,000.00 
We issue all Standard Forms of Cid Eine Legal Reserve Polistes ot Set 
Cost to Master Masons y- 

To Agents who are Master M in good standing we offer: 

Liberal First Year C issi Conti Renewals, thus insuring an 
income for life to permanent Acacia Agents. Real Home Office Cooperation. 
WILLIAM MONTGOMERY, President 
Homer Building Washington, D. C. 

















OF OES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected Deposit of Full Legal Reserve with the State of lowa. 














Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from 
$12.50 to $1,000.00 with premiums payable weekly. 


Condition on Decemter 31, 1922: 


Sika aieciacuoddestuasveviis sambiabanabeanteal $ 32,633,933.05 
a i la oe ce eeenseeneoban 28,512,821.50 
Capital and Surplus. ....... 2.2... .2ssecceeeeceeeeeeeeeseeees 4,121,111.55 

tii hs ce tincecketebeentheeeastaaeiseunes 230,322,163.00 
ESSE LEI IRE EE 2,331,155.50 
Total Payments to Policyholders since Organization ........... 30,051,860.92 


JOHN G. WALKER, President 
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Tells About New Diabetes 
Remedy Recently Discovered 


EDICAL directors of life com- 

panies are very much interested 

in the new insulin treatment of 
diabetes. Chief Medical Director Rog- 
ers of the New York Life, at a recent 
meeting of agency directors told about 
the discovery of this product by Dr. 
C. H. Banting, the Canadian physician. 
The New York Life bulletin speaks of 
it as follows: 

“Diabetes ‘is nothing in the world 
but failure of the body to burn up 
starches and sugars. For years it has 
been known that the pancreas, or 
sweetbread, is really not the simple 
gland it was thought to be, but rather 
is a gland in which there are small 
groups of cells, a good deal like raisins 
in a rice pudding, and it has been found 
that these little raisin-like bodies in the 


pancreas, or sweetbread, regulate or 
preside over the chemistry of the 
starches and sugars. Insulin, which is 


the substance secreted by these small 
islands supplies temporarily the power 
to dispose of the sugar that is lack- 
ing among diabetics. 

“Insulin may not be introduced into 
the body by the mouth, for the reason 
that it is destroyed in the stomach and 
the intestines. It is <a and loses 


its peculiar qualities. But if it is in- 
troduced under the skin hypodermically, 
it then acts as if it was derived 
from the islands themselves (insulin 
means ‘islands’) and the person for the 
time ceases to be diabetic. It is in no 
sense curative. It simply temporarily 
takes the place that ought to be taken 
by the material which in health is pro- 
duced by the glands themselves. It is 
a temporary help. 
No Permanent Cure for Diabetes 


“There is no permanent cure for dia- 
betes. But where a person is pro- 
foundly ill with diabetes, is in the con- 
dition known as ‘diabetic coma,’ from 
which almost nobody ever recovers, if 
insulin is used the capacity of the body 
to burn up carbohydrates is suddenly 
restored and the individual is immedi- 
ately brought back to apparent health. 
Patients thus treated will go on living 
as long as that need is supplied, and 
may be gradually restored to a pretty 
fair condition of health, but as far as 
life insurance is concerned we may not 
disregard diabetes, through the dis- 
covery of insulin, any more than we 
have in the past.” 








AGENTS GO TO KANSAS CITY 





Home Coming for National Fidelity 
Life Men at New Head Office 
in Missouri City 





The home coming meeting of the Na- 
tional Fidelity Life, of Kansas City, 
was held at the home office of the com- 
pany Oct. 10-12. The company is now 
fully established in its new home in the 
Federal Reserve Bank building, where 
it occupies most of the thirteenth floor. 
The offices are newly furnished and fit- 
ted up in the most modern manner, 
and are very attractive. 

President Ralph H. Rice made the 
address of welcome and Secretary Carl 
T. Prime had charge of the program. 

During the meeting the presidents of 
three of the Kansas City life compa- 
nies appeared, and gave the company 
welcome to the city. The three presi- 
dents were J. B. Reynolds, Kansas City 
Life; Tom Grant, Business Men’s As- 
surance; Daniel Boone, Jr., Midland 
Life. 

Among the talks from the agents 
were the one on “How I Manage My 
Time and Opportunities to Write Life 
Insurance,” by C. J. Obrecht, the 
banker-agent of northern Iowa, who 
topped the list in the home coming con- 
test, and “Things W hich Appeal Most 
to My Rural Clients,” by C. M. Morse, 
who was second on the list. These 
men are both bankers, and do business 
in adjoining towns. 

Other addresses were: “Building a 
District Agency and the Use of the 
Junior Department,” by Raymond 
Lilly; “Inside and Outside of a Life 
Insurance Company,” by O. R. Kreutz; 
“What I Know About National Fidel- 
ity Life,” by T, A. Pettit; “The Chicago 
Convention,” by A. E. Conrad; “Why 
National Fidelity Life,” by J. H. Brog- 
mus, and “How a New Man Breaks 
Into a Strange City,” by R. F. Wolcott. 

Among the entertainment furnished 
was a game of baseball between the 
Kansas City Blues and the Baltimore 
Orioles in the Little World Champion- 
ship series. 

President Rice announced that this 
home coming meeting was but prepara- 
tory to the big annual meeting of the 
agents of the company, which is to be 
held early in the coming year. 


The American Old Line of Lincoln, 
Neb., has been licensed in Texas. 





DISAPPROVES ADVISORY PLAN 





President of Pennsylvania Mutual Life 
Gives Reasons for Criticizing 
Scheme 





President John J. Coyle of the Penn- 
sylvania Mutual Life of Philadelphia, 
speaking from actual experience, pro- 
nounces the system of licensing agents 
in Pennsylvania upnder the supervision 
and subject to the recommendations of 
advisory boards as being detrmental to 
companies desirous of securing the ser- 
vices of applicants for authority to act 
as agents. A serious detriment men- 
tioned by President Coyle is the tedious 
delay in obtaining licenses for appointed 
agents caused by the redtape regulations 
and dilatory methods of’ the advisory 
boards in making the perfunctory exam- 
inations. He says that this long delay 
necessitates companies engaged in in- 
dustrial lines employing appointees in 
the capacity of collectors of premiums 
to enable them.to take charge of debits, 
who are barred from writing applica- 
tions for insurance until the license is 
eventually isued, 

Some of the questions propounded to 
applicants for license as agents by the 
advisory boards are criticized by Presi- 
dent Coyle is being unreasonable and 
beyond the scope of the duties devolv- 
ing upon insurance salesmen. He re- 
gards the practice of re-examining 


agents every time they make a change } 


in the company represented as a 
needless waste of time and money and 
an imposition upon agents. All that 
should be required in such cases is a 
record of the agent’s behavior and 
standing in his past relations. He says 
that if a personal examination is deemed 
necessary it should be made by repre- 
sentatives of the insurance department, 
who are in no way identified with or in- 
terested in any similar insurance com- 
pany. 


Life Insurance in Utah 


The number of life policies written 
in Utah in 1922 showed a gain over 
the previous year of 2,308, according to 
insurance department figures. The fig- 
ures were 45,890 for 1922 and 43,582 
for 1921. In spite of this, however, 
there was a falling off in the amount 
of business written. Last year the 
amounts assured. totaled $41,287,862, 
but in 1921 the figure was $44,531,866, 
or more than $3,000,000 higher. 
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SOME POINTS ON DISABILITY CLAUSE 
ARE GIVEN BY LEADING ATTORNEY | 


i] 





ES MOINES, IA., Oct. 16—At 
D the meeting of the Legal Section 
“of the American Life, Gonvention 
this week, D. B. Ninde, general counsel 
of the Lincoln National Life, gave an 
address on the total and permanent. dis- 
ability clause. He referred to two cases 
that have a bearing on the clause: 
Wick vs. Western Union Life, 1918, 
104 Wash. 129, 175 Pac. 953, and South- 
ern Life vs. Hazard, 1912, 148 Ky. 465, 
146 S. W. 1107. 


Opinion in Hazard Case 


The court says: “In the case at bar 
Hazard’s right to have the company 
pay his premiums was fixed, under the 
terms of the policy, at the time he be- 
came disabled on June 25, 1919. He 
was not required to pay anything to 
have the right perfected, since by the 
terms of the policy all he had to do was 
to furnish proof of his disability. The 
right therefore having been fixed dur- 
ing the life of the policy, and without 
the payment of any further premiums, 
it is apparent under the authority of 
the Montgomery case and the other 
cases heretofore cited, that time was 
not of the essence of Hazard’s right to 
have the company pay his premiums.” 


Suit on Policy Itself 


It is to be noted that the disability 
provision in this clause was more clear- 
ly and carefully drawn to the effect that 
notice must be given before the pre- 
mium was in default, than was the 
clause in the Wick case. Suit, however, 
was not for a recovery of disability 
benefits, but was upon the policy itself, 
and involved a defence by the company 
that the policy had lapsed by reason 
of non-payment of premiums. The 
court does not go to the extent of hold- 
ing that recovery of disability benefits 
could be had after a protracted and in- 
definite delay in giving notice of such 
disability, but does go so far as to hold 
that the exact language of the policy 
will not be enforced and that the in- 
sured has a reasonable time after de- 
fault in the payment of premium to give 
notice of disability. 


Taylor Case Cited 


In Taylor vs. Southern States, 1917, 
106 S. C. 356, 91 S. E. 326, the plaintiff 
was a farmer 60 years of age and had 
never learned to read. Since his attack 
of illness he had never been able to 
do farm work, although he admitted 
that after his farm wagon had been 
loaded he had driven it out to his farm, 
and that he sometimes rode in the 
buggy with the boy who delivered milk 
for him, and that he looked after the 
feeding of his cows. The court says: 

“We think the circuit judge com- 
passed the whole case when he ruled 
on the motion for a directed verdict. 
He said: ‘I think the case will have 
to go to the jury. I think every case 
will have to stand on its own bottom 
as to disability. I am almost prepared 
to say that what might be disability to 
one person might not be to another. 
For example, leaving out the special 
case mentioned in the policy. Take a 
lawyer that loses both of his legs, he 
could still pursue his vocation, but if 
he was a farmer or a carpenter, he 
could not. So, it depends entirely on 
the individual, I think, and that, of 
course, would be a matter for the 
jury.’ ” 

Three Cases Cited 

In three cases, viz. Buckner vs. 
Jefferson Standard Life, 1916, 172 N. C. 
762, 90 S. E. 897; Whitton vs. American 
National, 1916, 17 Ga. App. 525, 87 S. 
E. 827; Indiana Life Endowment vs. 
Reed, 1913, 103 N. E. 77, 54 Ind. App. 
450, the question arose as to whether 
loss of one eye was sufficient to jus- 
tify a recovery where the clause con- 
tained a specific provision that loss of 
two eyes should be deemed to be total 
and permanent disability. In the Buck- 
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ner and Whitton cases it was held that 
the loss of one eye was not sufficient 
to secure for the insured the benefits 
of the clause. 


Holding in Reed Case 


In the Reed case, however, the court 
held that it was proper to submit to 
the jury the question as to whether the 
loss of one eye constitutes total disa- 
bility. It appears, however, that there 
was no provision in the clause in this 
policy providing that the loss of both 
eyes, or any other specifically men- 
tioned injury, should constitute total 
disability, and the language of the 
clause used was peculiar in that it pro- 
vided that it should operate if the in- 
sured became totally disabled from the 
performance of all kinds of manual la- 
bor “upon which he may depend for a 
livelihood.” 

Federal Life Case 


In Federal Life vs. Lewis, 1919, 76 
Okla. 142, 183 Pac. 975, the court held 
that a fair construction of the clause 
involved was that it meant a total dis- 
ability that would probably be so for 
the life of the insured. The clause pro- 
vided “that if the insured shall furnish 
due proof of total permanent disability 
by bodily injuries or disease and that 
he will be continuously and wholly pre- 
vented thereby, for lite, from pursuing 
any and all gainful occupations, the 
company agrees, etc.” The clause also 
provides: “If, however, the insured 
shall recover so as to be able to engage 
in any gainful occupation during the 
premium-paying period, the company's 
obligation to pay the premium shall 
cease.” 

Disease Generally Incurable 


In this case the insured was suffer- 
ing from a disease described by the 
doctors as generally incurable, and 
practically had no control over his 
limbs which were weak and trembly. 
Prior to the premium-paying date he 
had a conversation with the state agent 
of the company who told him his con- 
dition did not entitle him to the benefits 
of the clause. The insured paid the 
premium under protest and _ later 
brought suit to recover the amount of 
the premium. The claim of the com- 
pany was that the insured had not 
proven that he was permanently dis- 
abled and would be continuously and 
wholly prevented thereby for life from 
pursuing any and all gainful occupa- 
tions. The court held that the pro- 
visions of the clause were ambiguous 
and contradictory in that they first pro- 
vided that before the clause should 
operate the insured must be in such 
condition that he would be permanently 
and wholly disabled for life, and then 
in the same clause provided that if he 
should recover and be able to engage 
in a gainful occupation, he would be 
compelled to resume the payment of 
premiums. 

The court also held that a fair con- 
struction of the whole clause only re- 
quired a total disability that would 
probably be permanent and total for 
life and that such disability may exist 
although the insured may be able to 
perform occasional or trivial acts relat- 
ing to his occupation, if he is not able 
to do any substantial proportion of the 
work connected therewith. 

In Southern States Life vs. Warnock, 
1916, 145 Ga. 791, 89 S. E. 843, the 
court held; without written opinion, 
that where the insured suffered with 
cataracts, kidney trouble, heart trouble 
and other ailments, the proof was suf- 
fictent to sustain a verdict of the jury 
against the company. 





The New York Life, which has been 
represented at Lincoln, Neb., by J. F. 
Thompson, is making a stronger bid for 
business in that section of the state, and 
has opened a new office in the Terminal 
building, with W. L. Davis and E,. R. 
Fiske added to the force. 
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Working on Impulse 


Many life insurance men have fallen 
into the habit of working on impulse. 
They have read and heard how the big 
producers work only by fits and starts. 
They have discovered that some of the 
men who write large cases and roll up a 
big volume during the year do not ap- 
proach a prospect unless they are in 
just the right mood. At one day sales 
congresses and at company sales con- 
ventions leading writers have told how 
they get business. These large pro- 
ducers in their talks have often stated 
that more business is spoiled than is 
written by the: life man who insists 
on calling on prospects when he is not 
in a selling frame of mind. This thought 
has led many average life insurance men 
to the conclusion that they should not 
try to write business unless they feel 
like it, unless they are full of the desire 
to go out and land the applications, and 
unless all of the conditions are just 
suited to a canvass of life insurance 
prospects. 

This sort of thing is rubbish so far 
as the average life insurance man is 
‘concerned. The agent who produces 
from $100,000 to $300,000 or $400,000 
of business a year, gets his business by 
hard work. If such a man should sit 


in this office waiting for ideal writing 
conditions to shape themselves up, he 
would never get out on the street at all. 
It should be admitted that there are 
many days when a life insurance man 
does not feel up to snuff, is not so full 
of the subject as he might be, and is 
rather disinclined to make an intensive 
drive for business, but even in this 
frame of mind a certain amount of cases 
can be written. At all stages of the 
game the salesman has to spur himself 
on. Left to himself the average man 
would loaf instead of work. On some 
days and under certain circumstances a 
salesmen does drive away a certain 
amount of business, but if he keeps at 
it all day he at least gets a few good 
leads if he does not actually write some 
business. The cases that he drives 
away or spoils he can forget about, but 
on another day, when he is feeling 
stronger physically and mentally, he 
can go back to the prospects he rounded 
up on his off day and write them. So 
far as the average life man is concerned 
there is no such thing as waiting for the 
right mood or the proper time and 
place. The way to write life insurance 
is to get out after it and not wait for 
the impulse to move. 


Getting the Point of Contact 


Lire agents who are making a success of 
soliciting farmers are able to talk intel- 
.ligently to them about their own problems. 
Any man is interested in conferring with 
anyone.who knows his business, is able to 
give suggestions and information. Every 
prospect who is alert, who is fond of his 
business, who-is ambitious to succeed, is 
perfectly willing to receive suggestions 
from anyone who actually knows. 

Therefore, the life agent who can talk 
.in a practical way on farm subjects is 
always well received. He gets the respect 


and confidence of a farmer. Many life 
men are subscribing to farm journals and 
keeping in touch with farm subjects so 
that they can impart information of value 
to farmers and converse with them on 
subjects that are close to the farmers’ 
hearts: This creates a favorable sentiment 
and paves the way for an approach. What 
any agent must do when he is selling life 
insurance to any man is to form a contact. 
He must get on some subject in which 
both are mutually interested before he can 
make much progress. 


Right Morale Is Necessary 


One of the companies in commenting 
on the temper and spirit that should 
pervade life insurance salesmen declares 
that the right morale is one of the most 
necessary attributes of the organization. 
The morale of an army was defined by 
this company as the spirit under which 
men stand up and suffer and starve and 
do deeds that go down in history. It is 
the fighting strength. 

A life insurance man who achieves 
the greatest results must have this 
fighting spirit. He must believe in him- 
self and in his business. He must have 


absolute confidence in his company and 
in the contract that he is recommend- 
ing. If he enters the lists in a half- 
hearted or nervous way he will not 
carry the message through. Before one 
starts to sell a prospect life insurance, 
he must be in the finest fettle himself. 
If he lacks strength of mind and char- 
acter, if he makes his approach cow- 
ardly, if he feels timid, or is disturbed, 
his mental condition will be reflected by 
the prospect and he will not make very 
much .of an advance. He must be able 
to stand up under fire. 





Arthur D. Warner, formerly vice- 
president and general manager of the 
Forest City Life of Rockford, Ill, died 
last week at Urbana, Ill. The Forest 
City Life was absorbed by the North- 
ern States Life of Hammond, Ind. Mr. 
Warner had the title of chairman of the 
board of the latter company but he was 
never active in its service. He was an 
old Equitable of New York man. At 
the time of his death he was a member 
of the board of pardons and paroles in 
Tilinois. 


L. L. Turley, who joined the ranks 
of the Standard Life of St. Louis Oct. 
16, 1922, gomg from the Common- 
wealth of Omaha, has gone ever the 
top on his goal of $1,000,000 for his 
first year with the Standard. He has 
set his mark at $1,500,000 for his second 
year and should attain it. 

J. E. Downs of Missouri was. the 
Central States Life’s leading producer 
for September. Mr. Downs also won 
first honors during the July and Au- 
gust “golf tournament” by paying for 
93 percent of the business submitted. 
John Ernest of Oklahoma submitted a 
slightly greater volume of business 
than Downs in July and August, but 
was unfortunate in not being able to 
complete all of it by Sept. 30. 


Lon C. Jeffrey, secretary of the Na- 
tional Agency Managers Association of 
Health & Accident Insurance, who is 
attached to the Pittsburgh branch of 
the Missouri State Life, has a conspic- 
uous record for picking few risks that 
fail to pass the physical examination. 
Since Jan. 1 Mr. Jeffrey has sent in 
some 400 applications and but few have 
been rejected. He has a very clearly 
defined method of sifting out the un- 
desirables in his first analysis, which 
accounts for his consistent anti-rejec- 
tion record. 


Charles B. H. Loventhal of Loven- 
thal Brothers, well known local agent 
in Nashville, Tenn., wrote 26 life insur- 
ance policies individually in September 
in addition to his other work. Mr. Lov- 
enthal is primarily a fire and casualty 
man. The amount totalled $165,000. 
The largest policy was for $15,000. His 
brother, Lee J. Loventhal, wrote one for 
$50,000, The firm represents the North- 
western Mutual Life. 


Asa S. Wing, president of the Provi- 
dent Mutual Life, was reelected presi- 
dent of the Haverford College Corpo- 
ration at the annual meeting of the 
trustees held last week in the historic 
old Friends’ Arch Street Meeting 
House, Philadelphia. Mr. Wing told the 
trustees that the corporation was in 
better financial condition than ever be- 
fore in its history. 


Frank W. Engel, superintendent of 
agents of the American National of St. 
Louis, was greeted at his office on Oct. 
3, his 39th birthday, with a bunch of 
applicatidns amounting to $62,000 from 
his agents, and his friends also acted on 
the “say it with flowers” idea. Mr. 
Engel was formerly with the Lincoln 
National, had a good training in agency 
work and is showing satisfactory results. 


W. B. Burruss of Kansas City, until 
recently general agent of the Provident 
Mutual Life at that point, is much in 
demand at meetings of life insurance 
men these days, and his address on 
“Shakespeare as a Salesman” is increas- 
ingly popular. He spoke before the 
New York Association Tuesday of last 
week and immediately boarded a train 
for Kansas City, arriving in time on 
Thursday to talk to agents of the Na- 
tional Fidelity Life at their banquet in- 
cidental to the homecoming convention 
of that company. Rotary Clubs, better 
business organizations and others need- 
ing the fine “pep” stuff which Mr. 
Burruss so skilfully handles are rap- 





idly filling up his engagement book fr 
the winter months. 


J. E. Downs, general agent of the 
Central States Life of St. Louis at 
Charleston, Mo., won the silver loving 
cup offered by his company in a “golf 
contest” by reason of his leadership in 
July and August productions. Mr. 
Downs pledged his company $300,000 
for 1923 and is now expected to pay for 
$400,000. Let mo one think Mr. Downs 


‘is not truly a member of the Central 


States Life family. He has five chil- 
dren and one is named McVoy Downs, 
after President James A. McVoy, 
another Edward Larson Downs, after 
Secretary Larson and another is Willis 
Downs, named after a director of the 
company. Mr. Downs led Central 
States Life forces for September and 
bids fair to do this for the rest of the 
year. 


Amherst W. Kellog, pioneer insurance 
man of the Northwest, died at the home 
of his daughter, Dr. Louise Phelps Kel- 
log, at Madison, Wis., last week at the 
age of 93. Mr. Kellog, who was bor 
in Connecticut in 1829, going to Mil- 
waukee with his parents at the age of 
7, was one of the prominent figures in 
the early history of life insurance in 
that part of the country. He became 
secretary of the Northwestern Mutual 
Life at the time of the removal of that 
company from Janesville, where it was 
organized, to Milwaukee, just before 
the Civil War. This post was resigned 
late in the ’60s, at which time Mr. Kel- 
log became vice-president and general 
manager of the Republic Life, which 
had just been organized by Chicago 
capitalists. In 1873, when the panic 
forced that company out of the field, 
Mr. Kellog turned to other lines of ac- 
tivity. ‘ 


As Mr. Goldberg would say, “Now 
that he’s got it, what’s he going to do 
with it?” That’s the problem which 
confronts Jack Maginn of the St. Louis 
agency of the Missouri State Life, who 
recently won the Glen Echo Country 
Club golf championship. As a result 
he is the proud but somewhat perplexed 
owner of a sterling silver tray and cock- 
tail set. Jack is as consistent at golf 
as in bringing in the “apps.” But some- 
one was unkind enough to tell him that 
there is sup,osed to be an 18th amené- 
ment to the much abused constitution 
of the United States. 


Robert D. Lay, vice-president and 
secretary of the National Life, U. S. A. 
was seriously injured last week while 
on a hunting trip in Colorado. Mr. Lay 
was some distance from the beaten 
path, and was carried to Denver on 3 
pack horse. 


A. D. Engelsman, general agent 
the Equitable Life of New York ™ 
Oklahoma, with Mrs. Engelsman, sailed 
Saturday from Cherbourg, France, ¢ 
route for their home in Oklahoma City, 
after an extended trip abroad. Fre 
S. Goldstandt, also general agent of the 
Equitable in Oklahoma, returned rt 
cently from Europe. 


Joseph C. Staples, Philadelphia mat 
arer for the Pacific Mutual Life 10 
over 25 years, was the guest of hontr 
at a luncheon of Pacific Mutual agents 
in Philadelphia last week. Mr. Staples 
being presented with a diamond pin by 
Frank R. Woodbury, vice-president © 
the company. At this luncheon a 
dresses were given by Mr. Woodbury. 
William Collins, supervisor of the fie 
forces, and a number of the leading 
producers. 


Frank H. Stratton, gentral agent fo" 
the Equitable Life in Boston for the 
past 15 years and a prominent and pop 
ular figure in life insurance circles ™ 
New England, died Saturday at a Pr 
vate sanatorium in Concord of slee? 
ing sickness, contracted while attending 
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an insurance convention in Philadelphia 
last May. 

Mr. Stratton was born 54 years ago 
in Easthampton, Mass., and graduated 
from Williston academy. He was in 
the wholesale grocery business early in 
life and in 1901 entered the life insur- 
ance business in Boston. In 1908 he 
became general agent of the Equitable 
for Boston and the metropolitan dis- 
trict and had built up a large and en- 
viable business. He was active in the 
Boston Life Underwriters Association 
and had served as its president, and he 
had also taken keen interest in National 
Association affairs. Fond of travel, Mr. 
Stratton® went around the world several 
years ago and had been several times 
to Europe. 


H. I. Gahagan, vice-president of the 
United Fidelity Life of Dallas, Tex., has 
been elected member of the board of 
directors of the Southwest National 
tank of Dallas. Mr. Gahagan is treas- 
urer of the Texas Electric Railway 
Company and is identified with a num- 
ber of other large industries in Texas. 


J. P. Fordyce, state manager of the 
Lincoln National Life in Washington, 
is recovering from a critical attack of 
pneumonia, He spent most of Septem- 
ber in a hospital. 


STANDARD “CLEANING HOUSE” 





St. Louis Company Requires Agents to 
Produce Business in Order to 
Retain Contracts 


The Standard Life of St. Louis has 
started house-cleaning, and on Oct. 1 
started out to cancel 100 or more con- 
tracts of non-producing agents. Some 
time ago the officials of the agency de- 
partment of the Standard announced that 
the future policy of the company would 
be that every agent would have to pro- 
duce some business every month to re- 
tain his contract with the company. Of 
course sickness, absence from territory, 
etc, and other legitimate excuses for 
failure to produce would be considered. 

Beginning with November the Stand- 
ard Life plans to rate each general 
agent and agency manager not only on 
the writing ability but the correct writ- 
ing ability and agency building capacity 
of the general agent. They will be 
scored on the following points: (1) 
Personal production, (2) agency pro- 
duction, (3) percentage of paid-for total 
business, (4) number of producing 
agents close of preceding month, (5) 
number of producing agents close 
month current, and (6) number of sub- 
agents not producing current month. 
The company will stress two points, 
paid-for business and number of pro- 
ducing sub-agents employed. It is be- 
lieved that the issuance of this record 
sheet will result in a marked improve- 
ment over the general agents’ present 
methods, 


Report on Manhattan Life 


A healthy growth and continuous im- 
provement in the financial conditions of 
the company is shown in the report of 
the insurance department of New York 
on the examination made of thie Man- 
hattan Life of New York. The report 
shows a net increase af approximately 
$15,000,000 of insurance in force and 
an excellent improvement in the finan- 
cial condition. The mortality is re- 
ported as very favorable also. The per- 
centage of actual to expected mortality 
‘or the four-year period indicated in the 
report averaged 72.3 percent. Interest 
on invested assets last was 4.58 percent. 
The company had 34,311 policies in 
lorce for $71,418,185. The total income 
‘TOM premiums was $2,055,293, and the 
company’s total income from all sources 
Was $3,284,222. Policyholders received 
Payments of $2,493,162 during the year 
and total admitted assets at the end of 
‘Ne year were $19,703,137. Unassigned 
‘urplus was $500,202 and total surplus 
= $1,163,787. The company has in- 
a its mortgage loans to $1,300,- 

since 1919, the holdings on Dec. 
*l, 1922, being $6,808,768, 











MUTUAL LIFE OF ILLINOIS 


Service to Policy Holders 


Live Up-to-Date Policies 


H. B. HILL, President 


HOME OFFICE 
SPRINGFIELD, ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


A Company of Service 


Service to Agents 


Ordinary Life 











AMERICAN 
CENTRAL 





HERBERT M. WOOLLEN 


LIFE 


Insurance Co. 


INDIANAPOLIS, IND. 
Established 1899 


PRESIDENT 








STATE OF OHIO 


To the man who can qualify, we will offer an Old Fashioned General Agency Contract that 
means money. Experienced management, superior Policy Contracts, progressive field 


and Home Office methods are at your service. 


Address Century Life Insurance Company 


Indianapolis, Indiana 














Service to the Public 
Operates under the Famous “Registration Act” which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 

Limited Payment and Endowments 
A few good openings for good live producers in Illincis. Correspondence Invited. 
N. H. WALT, Vice-Pres. and Agency Director 


JAS. FAIRLIE, Vice-Pres.and Actuary DR. J. R. NEAL, Sec. 
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SHIELD POLICIES _ 


S Ordinary Life Insurance 
Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presipent W.S. BEARDEN. Secy.-Treas. 


THE NATIONAL LIFE & ACCIDENT INSURANCE CY 


HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 
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H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Equipment Standardization 
Personnel Modern Office Planning 


Western Office: 327 S. La Salle St., Chicago 


Organization 
Methods 


Main Office: 40 Rector St., New York 

















INDIANA OHIC ILLINOIS IOWA MICHIGAN 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 




















OPENINGS 


To Fit the Needs 


of different kinds of prospects 
our Note Book Lead System em- 


CLEVELAND 
CINCINNATI 
GRAND RAPIDS 
SEATTLE, WASH. 


baie Me ld E ploys a different lead for each 
IND. group of prospects. 
TOPEKA 
SPRINGFIELD, Results speak for themselves. 
ILL. 


FORT WAYNE On Agency matters address: 


ROANOKE 0. J. LACY, 2d Vice-President, in charge of Agencies 
CHATTANOOGA 
PADUCAH . , 
SAULT SAINTE The Minnesota Mutual Life 
ell Insurance Company 
BOISE Commerce Bldg. St. Paul 





LEXINGTON, KY. 






































LIFE AGENCY CHANGES | 











H. I. PINCUS GOES TO COAST 





International Life Appoints New Gen- 
eral Agents at Fort Worth, 
Tex.—Other Changes 





H. I. Pincus, general agent for the 
International Life at Fort Worth, Tex., 
has resigned from that post and moved 
to Los Angeles, Cal. He will repre- 
sent the International Life in the coast 
city. Mr. Pincus has been with the 
International Life for ten years and had 
built up a very good organization in 
Texas. He was formerly superintend- 
ent of agents of the American Home 
Life of Fort Worth, which was rein- 
sured by the International. The new 
Fort Worth general agents are Charley 
E. Smith and Clyde E. Hunt, both of 
whom are very prominent in the Texas 
town’s business affairs, having been in 
the insurance and loan business for 
many years. 

Bailey Wilkinson, for the past two 
years assistant auditor of the Interna- 
tional Life, has been promoted to 
agency supervisor for southeast Mis- 
souri. He will make his headquarters 
in Charleston, Mo. Wilkinson has had 
some 25 years experience in the field 
and should make a very valuable man 
in his new post. 

The International has appointed T. 
P. Gordon and G. D. Nelson as gen- 
eral agents for St. Joseph, Mo., and vi- 
cinity. 





John G. Gordon 


John G. Gordon, for the past two 
years manager of the life insurance de- 
partment of the Charles W. Sexton Co. 
at Minneapolis, Minn., has been ap- 
pointed manager of the life insurance 
department of W. A. Alexander & Co., 
in Chicago. Mr. Gordon succeeds John 
W. Yates, who recently resigned to be- 
come general agent for the Massachu- 
setts Mutual at Detroit. The W. A. 
Alexander & Co. office is general agent 
for the Penn Mutual Life in Chicago. 
The life insurance department was in- 
stituted two years ago under Mr. Yates 
and has already grown to large pro- 
portions, its. paid business last year 
being in excess of $5,000,000. Mr. Gor- 
don, who assumes charge of this depart- 
ment, has been in the insurance business 
in the Twin Cities for ten years. He 
was formerly with the Mutual Life of 
New York, going with the Sexton 
agencv two years ago. During the war 
Mr. Gordon served as a lieutenant of 
infantry with the 32d division. 





O. C. Meek 


O. C. Meek has been appointed man- 
ager of the life insurance department of 
Smith-Lawson-Coambs of Chicago. gen- 
eral agents for the Minnesota Mutual 
Life in that city. Mr. Meek was for- 
merly withgthe Travelers. 


A. W. Watwood 


A. E. Watwood has been appointed 
general agent for the Minnesota Mutual 
Life at Cleveland, O. Mr. Watwood has 
had several years’ experience in the 
life insurance business, having been 
with the Missouri State Life for some 
time. 





Frank P. Goodwin 


Harry Walter Hutchins, general man- 
ager of the National Life of Vermont at 
Cincinnati for southwestern Ohio and 
southeastern Indiana, announces the 
appointment of Frank P. Goodwin as 
general agent in the same territory. Mr. 
Goodwin for many years was connected 
with the public school system of Cin- 
cinnati and for the past two vears has 
been connected with the Cincinnati 
agency of the Eauitable of New York 
in the capacity of supervisor. 

Mr. Hutchins further announces the 





appointment of Eugene S. Howard as 
special agent in the Cincinnati field. For 
the past 14 years Mr. Howard has been 
connected with the Proctor & Gamble 
Company. 





John W. Turner 


John W. Turner, who for many years 
was associated with financial institutions 
of Mt. Vernon, Ind., has moved to Vin- 
cennes, Ind., to become general agent 
of the Columbian National Life. 





S. A. Scott 


S. A. Scott, who for ten years has 
been associated with the Illinois Life, 
the first half of which was spent as 
associate general agent at Hutchinson, 
Kans., and the last five years as man- 
ager at Wichita, Kans., has become 
identified with the Midland Life of Kan- 
sas City and has taken charge of the 
company’s general agency in Kansas 
City and five adjoining counties in that 
section. He built up an agency at 
Wichita producing better than $1,000,- 
000 a year. 





Walter J. Stessel 


Walter J. Stessel has been appointed 
manager for the Guardian Life of New 
York at Omaha, Neb. Mr. Stessel has 
been at Wichita, Kan., where he gained 
a reputation as a personal producer 
and organizer. He was a leader in col- 
lege activities at the University of Mis- 
souri and was a lieutenant of infantry 
during the war. 





F. W. Siemen and Carlton Woods 


F. W. Siemen, formerly with the 
Western Life and more recently with 
the Deming Investment Company oi 
Oklahoma, has been appointed district 
supervisor for the Western Life of Des 
Moines in southeast Iowa, with head- 
quarters at Fairfield. 

Carlton Woods, formerly of the Snc- 
cess Heater Company of Des Moines, 
has been appointed district supervisor 
for central Iowa, comprising eight 
counties in the vicinity of Des Moines. 





Montana Life Appointments 


Fred L. Leonard has been appointed 
district manager for the Montana Life 
at Long Beach, Cal. Mr. Leonard was 
formerly general agent for the Central 
‘Life at Missoula, Mont., making 4 
ureditable record with that company 
O. L. Torrey has been appointed spe- 
cial agent for the Montana Life at San 
Jose Cal. Mr. Torrey will work 
through the George F. Gould agency 
of Oakland. 





Ralph W. Horn 


Ralph W. Horn has been appointed 
manager of the Indiana branch of the 
Travelers, life, accident and group de- 
partments, succeeding W. W. Willis 
Mr. Horn comes from the Chicago office 
of the Travelers with which he was con 
nected for 3% years, having been with 
the Travelers 13 years in all. Mr 
Willis goes to the Chicago office of the 
company and will take up personal pro- 
duction work. The Indiana branch 
office of the Travelers is in the Consoli- 
dated building in Indianapolis. 





A. L. Smith 


A. L. Smith has been appointed get- 
eral agent of the Security Life of Ch 
cago for Indiana. Mr. Smith was 10 
merly well known in life insurance 
cles in Indianapolis through his co! 
nection with the Equitable Life of New 
York but for several years has been ™ 
other lines of business. He returns t 
life insurance work with the enthusias™ 
of one who has never been quite satis 
fied with any other line and feels con! 
dent that he will be able to build up * 
good plant for the Security Life in In- 
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THE PENN MUTUAL 


is national in the scope of its oper- 
ations. It is individual in the serv- 
ice that it renders to its members 
and to its field representatives. 
Back of your independence it is 
ready to stand as an economic bul- 
wark. 


The PENN MUTUAL 


Life Insurance Co. 


Independence Square _ Philadelphia 











ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTU 


CHICAGO, ILL. 








A. GLOVER & CO. 


* Consulting Actuaries 
Life Insurance Accountants 


29 South La Salle Street, Chicago 
Sucoessors to Marcus 
; Consulting Actuary 








jase Actuaries & Examiners 


OHNC. HIGDON } $%? Geter Building 








J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hume-Mansur Bidg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 


S. WITHINGTON 
D GONSULTING ACTUARY 


Tel. Walnat 3761 DES 1OWA 














\ a J. McCOMB 
COUNSELOR AT 
CONSULTING ACTUARY 
Premiums, R 


eserves, Surrender 
etc., Calculated. he a nop of Exami- 








H. NITCHIE 
° ACTUARY 
1523 Association Bidg. 19 S. La Salle St. 
Telephone State CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 


Chemical Building ST. LOUIS, MO. 

















The Accumulation Policy 


18 a combination of insurance 
and investment in a new sense. 
Specimen Rate 
Age 35... ....$31.90 per $1000 


The continued payment of the 

Fate creates increasing benefits 

each year. As a seller it has no 

competition. Write us about it. 

NATIONAL LIFE ASSOCIATION 
Des Moines, lowa 


a - 





diana. He will make his headquarters 
in Indianapolis. 





Life Agency Notes 


S. G. Richardson, general agent for the 
Minnesota Mutual Life, has opened an 
agency at Davenport, la., with offices at 
406 Kahl building. 


Eber C. Spence, district agent at Deca- 
tur, Ill, for the Massachusetts Mutual 
Life, was married to Miss Margaret El- 
len McIntyre of Wilmington, Ill, Oct. 
13. Both are graduates of Millikin Uni- 
versity, where their romance began. 


J. J. agency manager for 
the Bankers Life of lowa in Colorado 
and Wyoming, with headquarters at 
Denver, has taken up his new duties 
there. Mr. Davis was formerly a lead- 
ing salesman for the company in Indi- 
ana. 


Davis, new 


The White & Odell agency of the 
Northwestern National Life at Minne- 
apolis has been incorporated with Fred- 
erick White as president; C. M. Odell, 
first vice-president; M. R. Nyman, second 
vice-president; J. G. Martner, secretary 
and treasurer. 

Earl Fayette Kuhn, agent for the 
Equitable Life of Iowa, died at Colum- 
bus, O., a few days ago as a result of 
heart trouble following influenza. He 
had lived in Columbus for a number of 
years and was widely known. He served 
in the World War with Texas-Oklahoma 
troops. 

Harold 8S. Coil, manager of the Hunt- 
ington, W. Va., branch of the Missouri 
State Life, and Louise Baume de Noon 
were married at Columbus, O., recently. 
The wedding took place at the home of 
Mr. and Mrs. John 8, Sherritt. The bride 
is a graduate of Marietta College. Mr. 
Coil is also a graduate of the college 
and served as a faculty member after 
‘his graduation. 
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HAD INSPIRATIONAL BANQUET 


Philadelphia Association Had 600 Pres- 
ent for Great Exhibit-Sales 
Meeting Last Week 


PHILADELPHIA, PA., Oct. 
With about 600 men and women in at- 
tendance, the Philadelphia Association 
of Life Underwriters held a banquet last 
night to open what promises to be the 
most successful season in the associa- 
tion’s history. 

Occupying a large room adjoining the 
banquet room was a unique exhibit of 
signed testimonials to the value of life 
insurance prepared by E. J. Berlet, 
publicity committee chairman and Guar- 


13.— 


dian Life manager. The material was 
written especially for the exhibit by 
national and local leaders, political, in- 


dustrial and professional. 

It was tastefully arranged and illus- 
trated with photographs, and was so 
unusual that newspaper reporters and 
even photographers, as well as many 
others outside the insurance business, 
were attracted to it. The only two testi- 
monials not prepared especially for the 
occasion were a selection from an ad- 
dress by President Coolidge, which was 
forwarded by his secretary, and an at- 
tograph of the late John WwW anamaker, 
one of the most heavily insured men in 
history. 

Frederick G. Woodworth, John Han- 
cock superintendent, presided and de- 
livered his inaugural address as presi- 
dent, the keynote being the advantage 
of all the members working together 
for the good of the association and the 
life insurance business. Frank D. 
Buser, Fidelity Mutual, national execu- 
tive committee member, gave a succinct 
review of the Chicago convention. He 
prefaced his address with a note of sad- 
ness in announcing the death of Thomas 
Hill, Provident Mutual superintendent 
of agencies, who was stricken with 
paralysis at the convention and later 
passed away at the Presbyterian Hos- 
pital in Philadelphia. 

William L. Rice, of the Equitable Life 


Assurance, membership committee chair- 


man, announced that the association 
now had 737 enrolled, exactly 300 be- 
hind the New York association, and 


urged that all cooperate to put Phila- 
delphia in first place. Dr. Earl Rice, his 
brother, then threw the audience into 
laughter by dialect monologues. The 
other speakers were F. H. Nymeyer, 
sales manager of the banking firm of 
Sutro & Kimball, New York, and presi- 
dent of the Inter-fraternities Associa- 
tion; and L. A. Cerf, greater New York 
manager of the Mutual Benefit Life and 
vice-president of the New York Life 
Underwriters’ Association. 

Mr. Cerf is one of the foremost 
agency builders of the country, his 
agency having produced $30,000,000 last 
year. He spoke first of the evolution of 
life insurance salesmanship, the ethics 
of which has changed marvelously dur- 
ing the past 25 years. “The business,” 
he said, “has never been so highly re- 
spected as it is today. Gone are the 
days when rebating, cut-throat compe- 
tition and lapsing someone else’s busi- 











HUTCHINS’ CLEVELAND TALK 


Address Life Underwriters of That City 
on Visualizing Life In- 
surance Programs 


CLEVELAND, O., Oct. 16.—Harry 
Walter Hutchins, general manager for 
the National Life of Vermont at Cin- 
cinnati, addressed the October meeting 
of Cleveland Life Underwriters on 
“How to Visualize and Sell Life Insur- 
ance Programs.” About 200 members 
and guests were present. 

He emphasized the necessity of paint- 
ing a picture of the needs of a pros- 
pect as he sees them. “What would 
you do with your life, if your aims, 
hopes and longings were as his? You 
don't paint the picture to sell him, but 
to show him what his desires and 
needs are. 








Underwriting Human Needs 


“You can make the prospect your 
friend by trying to help him. If you 
approach him from the viewpoint of 
meeting his personal needs, you will 
have him with you from the start. 

“We are not selling insurance—we 
are underwriting human needs. What 
is underwriting? Someone has face- 
tiously said that it means writing less 
‘than we ought to. It means that, when 
the need comes, the money is there! 

“The test of life insurance in the 
minds of the public is not the size of 
the company nor the mechanical opera- 
tions of the policy, but: Does life in- 
surance supply the necessities to loved 
ones? No red-blooded man wants his 
wife and children to pay his debts.” 


Talk About “Money” 


Mr. Hutchins suggested that it is easier 
to visualize results to a prospect by talk- 
ing about “money,” rather than a “pol- 
icy’—money to educate the children, 
money to pay inheritance taxes, money 
to meet living expenses. 

“You can’t be an apostle of insurance 
to others until you have made provision 
for your own family. Don’t worry about 
the commission. Whenever anyone does 
anything worth while he is rewarded 
for it. Success comes through estab- 
lishing points of contact with people, 
and then keeping these contacts clean 
through use.” 








The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, Ia. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 














DIRECTORY OF 
LIFE INSURANCE 


ILLINOIS 


YMAN & PALMER 
General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
of Pittsfield, Mass. 


105 So. La Salle 
CHICAGO, ILLINOIS 























THE 


UNITED STATES LIFE 
INSURANCE COMPANY 


In the City of New York 
Organized 1850 Neon-Participating Policies On! 


Over 70 Years of Service to 
Policyholders 


Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


105-107 Fifth Avenue New York City 











Oppose Pension Bill 


Following the attitude taken by the 
Cincinnati association toward the pro- 
posed old age pension bill, Cleveland in- 
surance men expressed their disapproval 
of its paternalistic tendency and inevi- 
table expense to Ohio taxpayers. The 
whole matter was explained by N. D. 
Engelman of the Canada Life, who urged 
the underwriters to use their influence 
against the measure in the coming elec- 
tion. 

President Byrne announced that James 
Elton Bragg of New York had been se- 
cured as speaker for the November 
meeting, and called attention to the big 
“hit” Bragg made at the Toronto con- 
vention in his address on “Securing the 
‘Yes’ Attitude.” 


x * * 


Indianapolis, Ind.—Graham C. Wells, 
president of the National Association of 
Life Underwriters, will visit Indian- 


Do You Know That You Can 


do a real job of Agency building? 
Would you like a REAL salary 
and a REAL opportunity? 

An aggressive, growing, Middle 
Western life company offers this 
opportunity NOW. 

It has no time for theorists, has- 
beens or rocking-chair leaders. 
If you are of clean record morally 
and as an insurance man; free 
from debt; aged between 30 and 
45; with good health and happy 
in your family life; a fighter and 
a leader of men and if you can 
show us a record of recent results 
—then we have a SALARY and a 
chance for you to BUILD YOUR- 
SELF IN and become a material 
part of this successful company— 
all commensurate with the job 
you are expected to do. 

Give us ALL the information in 
first letter and if possible send a 
recent picture of yourself. 

All answers treated in strict con- 
fidence. 


Address F-83 
Care The National Underwriter. 








A Few Disappointments 
end the chart habit. king for a com- 
pany that is not there tries the temper. 
The Argus Chart shows them all. 
Several exclusive and handy features, 
in addition to the i “pa figures. 
‘or the 
ARGUS CHARTS 
Ce as —~ companies” 


Ths Navin National -- & 
Chicago 


1362 Insurance Exchange 











ness were common occurrences.” 





apolis Monday, Oct. 22, and a special 
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MUTUAL TRUST 


LIFE INSURANCE COMPANY 
of Chicago 


now occupies its new home in 


THE CHICAGO TEMPLE 


where with its increased facil- 
ities, it is the more prepared 
to adequately serve its policy- 
holders, agents, and friends. 


as 
ee 


tsi ck 


=: 
ae 


New Home Office Address: 
THE CHICAGO ‘TEMPLE 
Clark and Washington 
CHICAGO ILLINOIS 

















meeting of the local association has been 
called to meet him at a noon luncheon. 
x * * 

Fort Dodge, Ia—About 25 life under- 
writers attended the regular monthly 
meeting of the Fort Dodge association 
last week. In this group were several 
of the nonresident members and two 
home office officials. After David P. 
Smith, chairman of the program com- 
mittee, opened the meeting on “Religious 
Objections to Life Insurance,” which he 
very ably handled, the subject was 
thrown open for general discussion. The 
discussion brought out the fact that al- 
though there still are a few people who 
sincerely object to life insurance from a 
religious point of view, such objectors 
were becoming very rare. It was also 
shown that even though some people ob- 
ject to life insurance from a religious 
standpoint, they nevertheless are be- 
lievers in life insurance inasmuch as they 
are daily working and storing up money, 
food, etc., for their families’ needs for 
the present and future, which is abso- 
lutely the same principal as life insur- 
ance protection and savings for some 
future date. 

ee 2 

Peoria, 11l—The first meeting for the 
season of the Peoria association was very 
gratifying from the point of view of at- 
tendance and interest displayed. The 
year promises to hold forth some very 
interesting and enlightening sessions. 
Fased on the large number present and 
the spirit of the organization, this year 
will be the best year in its history. 
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o. C. L. BUILDING 


Age Limits from 2 to 60. 


Policies for substantial amounts (up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 


Premium plan. 


Participating and Non-Participating Policies. 


Same Rates for Males and Females. 
Double Indemnity and Total and 


ability features for Males and Females alike. 
Standard and Substandard Risk Contracts, i.e. less 


work for nothing. 


THE OLD COLONY LIFE 
INSURANCE COMPANY 


of CHICAGO, ILL. 


The Company has its Home Office in its own building 

at 166 W. Jackson Blvd. running through to Quincy and 

ne Street, right in the heart of Chicago’s Financial 
trict. 


Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Permanent Dis- 
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Group singing, led by F. C. Barnett, 
together with a number of talks by loca] 
underwriters helped round out a pro- 
gram of which Milton L. Woodward of 
Detroit was the principal speaker. 

Another feature on the program was 
an agency meeting stunt scheduled by a 
dozen local underwriters modeling after 
the demonstration staged in Chicago dur- 
ing the National Life Underwriters As- 
sociation program. 

The association as a whole voted to 
support in all possible ways the move- 
ment of Bradley Polytechnic Institute. 
a local college, in its ambition to estab- 
lish a course of salesmanship and life 
insurance in its night school. 

*x * * 

Toledo, 0.—H. L. Conn, superintendent 
of insurance of Ohio, has accepted an in- 
vitation to deliver an address before the 
Toledo association on Nov, 13. All life 
underwriters in northwestern Ohio, it is 
understood, will be invited to the meet- 
ing. 

* * * 

Chicago.—The annual meeting of the 
Chicago association will be held at a 
luncheon at the La Salle Hotel, Thursday, 
Oct. 25. President Darby A. Day, Chicago 
manager for the Mutual Life of New York, 
has appointed the following nominating 
commitee to prepare a ticket to be voted 
on at that time: H. C. Coffeen, North- 
western Mutual, chairman; J. H. Miles, 
Union Central; William F. Crawford, 
Equitable of Iowa; A. S. Ingersoll, Mu- 
tual Benefit, and Walter E. Webb, Na- 
tional Life, U. S. A. Nominations will 
be made only for president, vice-presi- 
dent, secretary and treasurer. No execu- 
tive committee will be elected at this 
time, as the membership of that commit- 
tee was increased beyond the limit at 
the time of the merger of the Life In- 
surance Field Men’s Club of Chicago 
with the Chicago Association of Life Un- 
derwriters and there will be no vacan- 
cies until next year. 

x * * 

Portland, Ore.—The Portland associ- 
ation has arranged a program of insti- 
tutional advertising, 22 of its members 
having already agreed to contribute $10 
each a month. The advertising will be 
done in the daily newspapers or bill- 
boards, the exact details to be worked 
out this week. The association last week 
arranged a banquet for Will E. Moore, 
Oregon insurance commissioner; H. 0 
Fishback, Washington commissioner, and 
Commissioner Brace of Idaho, who were 
in Portland last week for a conference 

* * * 

Seattle, Wash.—The first meeting of 
the season of the Seattle association wil! 
be held Thursday of this week, with 
H. O. Fishback, president of the Nationa! 
Convention of Insurance Commissioners 
and insurance commissioner of Washing- 
ton, as the guest of honor. 


x * * 
Los Angeles, Cal.—Because of the large 
attendance and deep interest which 


marked the luncheon-meetings in June 
and July of the Los Angeles association, 
it has been decided that with the re- 
sumption of regular gatherings of this 
association in October, during the re- 
maining months of the year mid-day 
meetings will be held in connection with 
luncheon, in preference to evening din- 
ner-meetings, which have been custom- 
ary for several years. The date for the 
October meeting has not yet been deter- 
mined, as it depends upon when the de- 
sired speakers are available for the occa- 
sion. A number of plans for the ad- 
vancement of the association in the de- 
velopment of its ideals are being co?- 
sidered by George W. Ayers, president 
and will be inaugurated in the near fu- 
ture. 
x * x 


Sioux City, Ia.—Guy D. Doud, gener! 
agent of the Provident Mutual Life # 
Davenport, Ia., spoke Friday evening 
the Sioux City association on “Lon 
Term Endowment and Endowment I= 
come.” 

* * * 


Northern California,— The Norther 
California association held an interesting 
luncheon-meeting Thursday at San Frat 
cisco. President A. V. Bayley, Jr., pre 
sided, and read a report of “twisting. 
J. B. Duryea, manager of the San Frat- 
cisco branch of the Penn Mutual Life. 
announced that it is possible that the 
Carnegie School may give a course there 
next summer. The work of the Y. M. © 
A. Golden Gate College’s life insurance 
sales course was heartily endorseé 
Among the subjects discussed were “How 
Do You Locate Your Prospect's?” sever 
members of the association outlininé 
their methods used in selling. “Ho¥ 
Bankers Are Willing to Cooperate with 
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Solicitors in Purchasing Life Insurance” 
was the title of a paper read by S. P. 
Wiley of the San Francisco branch of 
the National Life, U. S. A. R. M. Beck- 
ley, agency inspector of the Western 
States Life, spoke on “The Use of Sales 
Letters.” 
*x* * * 


Oklahoma City, Okla.—Arthur Hallam, 
professor of journalism at the Oklahoma 
University at Norman, was the principal 
speaker at the first of a series of edu- 
cational meetings planned by the Okla- 
homa association, Saturday. His subject 
was “How Salesmanship and Advertis- 
ing Influence the Human Mind.” 

The proposition to cooperate with the 
y. M. C. A. in opening an insurance 
school in Oklahoma City was given con- 
sideration at a meeting of the executive 
committee of the Oklahoma association 
and C. C. Day, F. S. Goldstandt and C. L. 
Sykes appointed on a committee to in- 
vestigate the advisability of the move- 
ment. The plan involves a 16 weeks’ 
course in life insurance salesmanship, 
which will closely follow the lines of 
the Carnegie course, and similar to the 
one successfully offered to insurance stu- 
dents of Des Moines, St. Louis, Omaha 
and other cities. The course would be 
accessible to anyone seriously interested 
in the business, at a nominal cost. 

e £ ® 

Worcester, Mass.—A unusually large 
number of the members of the Central 
Massachusetts association came out for 
the luncheon Thursday, when Robert H. 
Clark, superintendent of the Boston in- 
dustrial agency of the John Hancock 
Life, was the speaker. Mr. Clark spoke 
on “Serious Enthusiasm as Applied to 
Life Problems and Life Insurance Work.” 
Life insurance men no longer should be 
tied down to the printed formula, or the 
“ease” method, he said, but should man- 


fully work through the problems of each 
day, according to the requirements of 
each case. They should use their own 
brain in developing those mental re- 
serves and resources which are so neces- 
sary in completing partial success 
already won. 
x * * 

Lowell, Mass.—Four live five-minute 
speakers were on the program for the 
first fall meeting of the Lowell associa- 
tion. President John McPadden and 
Secretary Michael J, Brady arranged the 
program, 

William G. Good, leading agent in the 
production of weekly premiums for the 


John Hancock in Lowell, was the first 
speaker. He gave three essentials for 
success in the business: Confidence in 


one’s self; presentation of the truth in 


soliciting business, and obtaining the 
confidence of the public. 
William R. Nealson, deputy superin- 


tendent of the Metropolitan Life, made a 
strong plea for high standards in the 
life insurance business. Under no in- 
ducement, said Mr. Nealon, should any 
representative life insurance man, di- 
rectly or indirectly, be the cause of a 
termination of a policy in any legitimate 
life company. Chipman C. Leadbetter, 
Metropolitan agent, spoke in a reminis- 
cent vein of the early activities within 
his knowledge 30 years ago. 

Daniel A. Wholey, leading ordinary 
producer in the local John Hancock office, 
spoke on the importance of preparation 
based upon a knowledge of the prospect's 
individual needs. 

George H. Spillane, superintendent of 
the John Hancock, spoke on association 
work and its relation to individual busi- 
ness activity. James P. Horon, superin- 
tendent of the Metropolitan Life, was the 
final speaker and made a strong plea for 





the broadest kindof service to the policy- 
holders, . 











CALIFORNIA STATE LIFE 
Insurance Company 


SACRAMENTO, CALIFORNIA 
Insurance in force over $48,000,000 


Assets in Excess of $5,900,000 
Capital and Surplus over $767,000 


Splendid opportunities for reliable, experienced 
Salesmen bearing proper credentials. 


Write J. R. KRUSE, Vice-President and General Manager. 








Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 


Many Agents are Doubling their Production through Sale of 
the Company’s New 20-Payment Life Policy. 


Liberal First Year and Renewal Contracts offered 
to Field Men of High Character and Ability. A few 
General Agency openings now available. For full 
information write to nearest address shown below: 


| State . 
> 22 See 


M. S&S BRIDGEWATER, Manager, J. R. RAILEY, Manager, 
Central Department, 


Department, 
1961-82 Rallway Exchange Bidg., 41 Dallas County State Bank Bidg. 
Seint Louls, Ma. Dallas, Texas. 


W. H. SAVAGE, Vice-President and Agency Director 








NEWS ABOUT 


LIFE POLICIES 








| 
| Policy Literature, Rate Books, etc. 
| . PRICE, $3.50 and $2.00 respectively. 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 
Supplementing the ‘“‘Unique Manual- 
Digest” and “‘Little Gem,"’ Published Annually in May and April respectively. 














ISSUES THREE NEW POLICIES 





American National of Galveston An- 
nounces New Forms of Endow- 
ments, Income or Cash 


The American National of Galveston, 
Tex., has issued three new policy forms, 
a life income endowment at age 65, a 
life income endowment at age 60 and a 
cash endowment at age 60. The two 
new life income policies provide an in- 
come for life to the policyholder, begin- 
ning at age 60 or 65, with 120 monthly 
payments guaranteed, the unused portion 
going to the beneficiary, in case of death 
ot insured before termination of the 120 
months. The’ company is issuing this 
with or without disability clause, but 
the disability clause offered is an un- 
usually liberal one. Disability payment 
will continue throughout the duration 





of the permanent and total disability, 


regardless of the termination of the pol- 
icy contract. That is, at age 60 or 65, 
whichever is named in the policy, dis- 
ability payments will not cease but will 
be continued in addition to the regular 
monthly payments on the policy con- 
tract. 

The American National also an- 
nounces that it will now write all forms 
of ordinary policies with the premiums 
payable quarterly or semi-annually the 
first year of the policy. No policy will 
be issued with a first premium of less 
than $10, regardless of the mode of pay- 
ment, and no first net accepted less than 
$5 regardless of the rate of commission. 
The company’s $5,000 commercial pol- 
icy, however, will continue on the an- 
nual premium basis only. 

Rates on the company’s three new 
policy forms, both with and without dis- 
ability clause, are subjoined. The life 
income endowment forms, both age 60 
and 65, are shown for policies with 





MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


Unexcelled policy contracts, efficient life insurance serv- 
ice, and a net cost that is notably low—these are three 
of the reasons why the name Massachusetts Mutual is 
quapees in the mind of the insuring public with all 
that is best in life insurance. During the seventy-two 
years of the y's history its policyholders have 
ever been its loyal friends and its enthusiastic advertisers. - 


JOSEPH C. BEHAN, Superintendent of Agencies 











guaranteed income of $10 monthly on a 





National Produce 


Neon! . Want Ads fri 


One inch, One Column wide one time $3.75 


Write, Wire or Phone to 
The National Underwriter, 1362 Ins, Exch. 
Phone Wabeeh 2704 CHICAGO 








Sumner M. Cross 
President 








Attractive 
General 
Agency 
Offerings 
in Ohio, 
Indiana and 
Kentucky 














THE NATIONAL 


UNDERWRITER 


October 18, 1993 Octot 











New Policies 


New and appealing line of 
policies being written. 

Rates exceptionally attrac- 
tive. 

Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 
LIFE INSURANCE COMPANY 
Burlington, Iowa 








HOME LIFE INSURANCE Co. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report shows: 

Premiums received during the year 1922.$ 7,369,835 

Payments to Policyholders and_ their 
beneficiaries in Death Claims, En 


ments, Dividends, Etc............... 5,400,769 
Amount led to the Insurance Reserve 
Ra ere ere 2,206,762 
Net Interest Income from Investment.. 2,110,922 
($722,352 in excess of the amount 
required to maintain the reserve.) 
Actual mortality experience 52.87% of 
the amount expected. 
Insurance in Force...........seseeeees 232,163,052 
Admitted Assets .......ccccecccecceees 46,253,715 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 


Building 
CINCINNATI, OHIO 





HOYT W. GALE 
General Manager for Northern Ohie 
Leader-News Building 
CLEVELAND, OHIO 








Eureka Life 


_ Insurance 


OF BALTIMORE, MD. 


Incerpeorated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J. C. MAGINNIS 
President 


J. BARRY MAHOOL 
Vice-President 
J.N. WARFIELD, Jr. 
Secretary-Treasurer 


DR. J. H. IGLEHART 
Medica! Direster 














basis of $1,300 commuted value. The 
endowment at age 60 is quoted for 
$1,000. The rates on the annual basis, 
are as follows: 

c———-Without > 





Income Income Cas 
End End End 
at at at 
60 65 60 
OE secscesves $ 23.88 $ 19.50 $16.50 
Me Seocsegecs 24.5 19.98 16.95 
De @csecdesees 25.24 20.48 17.40 
De eeeceeveve 25.98 21.02 17.95 
P<} sa0esee00 26.76 21.57 18.50 
Serer 27.61 22.17 19.05 
c a 28.49 22.80 19.65 
me evesctesess 29.44 23.47 20.30 
Me ¢ceccocses 30.43 24.18 21.00 
BD secccesece 31.51 24.92 21.75 
ae esaageedes 32.66 25.70 22.55 
eee 33.88 26.54 23.35 
27 35.18 27.44 24.30 
¥ 28.40 25.25 
29.40 26.30 
30.48 27.65 
31.64 28.80 
32.88 30.05 
34.20 31.35 
35.61 32.80 
37.15 34.40 
38.80 36.15 
40.58 38.10 
42.78 40.20 
44.77 42.50 
46.94 45.05 
49.28 47.85 
51.83 51.00 
54.63 54.50 
57.80 58.45 
61.56 62.95 
65.40 68.10 
69.66 74.00 
74.44 80.90 
79.78 89.00 
85.87 98.75 
92.80 ase 
100.75 
110.03 
ae aéenceebes 120.91 
ae é¢nachones aoes 133.90 
co—-With Disability——_, 
Income Income Cash 
End End End 
at at at 
60 65 60 
.. Perereree $ 24.72 $ 20.52 $ 17.30 
De Wewadeeces 25.42 21.04 17.79 
Be secevecees 26.16 21.58 18.28 
BB scescee 26.92 22.16 18.85 
a coccesenes 27.73 22.75 19.43 
MP aceeceasies 28.62 23.40 20.02 
BE cccccceses 29.53 24.06 20.64 
eas 30.52 24.78 21.33 
Be -cocceseees 31.54 25.53 22.05 
me 0e0beeecas 32.65 26.33 22.83 
25 33.84 27.16 23.68 
. 28.04 24.51 
§ 29.00 25.50 
30.01 26.49 
31.08 27.58 
32.22 28.97 
33.45 30.16 
34.76 31.47 
36.15 32.83 
37.64 34.33 
39.26 35.97 
41.01 37.86 
42.88 39.94 
45.19 42.21 
47.29 44.65 
49.59 47.35 
52.04 50.21 
54.74 53.44 
57.68 57.02 
61.01 61.06 
65.39 65.65 
69.44 70.97 
73.94 77.07 
78.98 84.19 
84.59 92.51 
91.00 102.50 
98.27 ee 
106.61 
116.32 
127.66 
141.18 





Midland Life of Kansas City 

The Midland Life of Kansas City has 
gotten out a new rate book and four or 
five new policies, the chief ones being 
endowment at age 60, endowment at age 
65 and an endowment and annuity at age 
65. The Midland Life announces that it 
will not hereafter accept applications for 
joint life insurance except that in cases 
of partnership insurance where two or 
more male lives desire coverage under 
the same policy. The company is also 
discontinuing writing coupon policies 
with the exception of some prospects 
that agents have worked up on this 
form. All applications, however, will be 
withdrawn by Dec. 31. 


John Hancock Mutual 


The John Hancock Mutual Life has 
published new rates for deferred an- 
nuity forms, these policies being espe- 
cially adaptable to young people who 
wish to make provision for old age. At 
age 25 an annual deposit of $7.50 con- 
tinuously to age 65 will give an annuity 
thereafter of $100 annually for life. 





John G. Walker, president of the Life 
Insurance Company of Virginia, has re- 
turned from his annual trip abroad and 
is back at his desk, much refreshed and 
invigorated by the trip. He toured the 
British Isles as well as the Continent. 
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LESSON IN COURAGE IS SEEN 


Assistant Superintendent King Relates 
Incident Displaying Great Valor 
of a Waiter in Restaurant 


W .E. King, assistant superintendent of 
the Prudential at Albany, N. Y., told of 
an incident the other day that taught him 
a lesson on courage. He was interview- 
ing a waiter in a restaurant where he 
takes his daily lunch. He noticed his 
smile and courteous manner. When Mr. 
King broached the subject of life insur- 
ance the waiter said “You would not 
take me.” He was asked why he made 
such a reply and then he said that al- 
though he looked to be in a healthy con- 
dition he had twice been rejected. On 
further inquiry Mr. King said that he 
found that the waiter had a bullet over 
his heart. He served in the army and 
was shot. Two operations had been per- 
formed, but the bullet could not be re- 
moved. In spite of the knowledge that 
the bullet is working down until it is 
now half an inch from his heart and 
when it reaches that organ, death will 
be inevitable, the waiter goes on his 
mission with a kindly smile. 

Mr. King said that life insurance men 
are apt to be depressed even in encoun- 
tering light obstacles, They are really 
nothing but temporary stumbling blocks. 
Speaking further, he said: 

“We are apt to worry about little 
things, and when circumstances do not 
break in the right way for us, we feel 
blue and ready to condemn ourselves, 
and maybe the business, and say we are 
not fitted for it, instead of bracing up 
and going at the matter with redoubled 
effort. 

“When you are tempted to give up 
think of the young soldier who is going 
through life with a smile and a cheerful 
greeting to all, notwithstanding the fact 
that the vital cord may be snapped at 
any moment. Our lot compared with his, 
is indeed a happy one.” 


Prudential’s Des Moines Banquet 

A banquet was given at Des Moines, 
Ia., Thursday by the local branch of the 
Prudential, of which L. G, Fertig is man- 
ager. The dinner was in honor of the 
visit of John P. Mackin of the home 
office, who is on a tour of his division. 
Twenty-five plates were laid and Mr. 
Fertig acted as toastmaster. 


BANKERS NATIONAL PROGRESS 


Denver Company Has Made a Good 
Start—Operating in Colorado and 
Nebraska Only 


DENVER, COL., Oct. 16—The Bank- 
ers National Life of Denver has made 
good progress. While the company has 


its home office at Denver, it is financed 


wholly by Nebraska capital. In a 
way the Bankers National is a suc- 
cessor to the Union Life & Accident of 
Lincoln, which formerly did business in 
Colorado. The president, one of the 
largest stockholders, died some time 
ago and the heirs, rather than continue 
the insurance business, of which they 
knew nothing, urged the other stock- 
holders to join with them in liquidating 
through reinsurance, and this was done. 
Then the other stockholders and many 
of their friends urged Ralph R. Lons- 
bury, the secretary-treasurer, to form 
another company. Nebraska having 
something like twelve life companies 
and Colorado only three, Denver was 
decided upon for the home office. 

President Lonsbury is an experienced 
imsurance man and actuary, having for- 
merly been connected with the insur- 
ance department of Nebraska. 

WR. Chambers, secretary, is also 
an old-time life insurance man and ac- 
countant. Boydston, chairman 
of the board ,has served over 50 years in 
the life insurance business and with 
some of the oldest companies. 

The company will confine its efforts 
to Colorado and Nebraska for some 
time, as this will enable it to hold down 
expenses, and it will be working in a 
field, especially Nebraska, where its 
officers are known. 











Stephen M. Babbit 
President 


Hutchinson, Kansas 

















MORE THAN 50% 


of the business written by some of our larger 


agencies is a direct 


result of the Fidelity lead 


service. Our agents interview interested - 
pects ple who have written the Bread 
Office for information. 


* Fidelity is a low-net-cost company operat- 


ing in 40 states. 
serve basis. 


Full level net premium re- 
Over Quarter of a Billion in 


force. Faithfully serving insurers since 1878. 


FIDELITY 


MUTUAL LIFE 


INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 


——— 














“THE COMPANY OF CO-OPERATION’ 


DES MOINES} 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! | 
Any plan, any age, either set! | 


This is a 
apprecia 


service our men 


te these days 


If it ¢ppeals to you, write 


HOME OFFICE 
DES MOINES °&.T. Bidg.) IOWA 


TERRITORY 


IOWA 


SOUTH DAKOTA 

















MR. 


AGENT! 


Do you care for QUALITY, »* 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record fot 


70 years? 


Then why not take a General 
Agency in its HOME STATE for 


THE ST. LOUIS 


MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 


















At 
nesset 
at Ni 
voted 
ficatic 
Tenne 
Assoc 
such 
sessio 
comps 
sisted 
Insurz 
was 
Provic 
nooga 
agenc) 
there ; 
that a 
are nc 
knowl 
insura: 
were 
Tenne 
agents 
duplic: 
which 
ber of 

The 
that n 
into tl 
time h 
ness t 


WILL 


The 
pects t 
upper 
about 1 
occupy 
ing un 
it will | 
comple 
move a 
the tra 
to wai 
are sen 


G 
Presi 
ers Life 
R. G. 
agents, 
assistan 
the Ling 
Ind. It 
creased 
by the 
Pointme 
moveme 


Pan-/ 
The 
Orleans 
mark C 
achieven 
lished a 
officials 
Althor 
grown yr 
Sound ay 


















ur larger 
lity lead 


Bead 


' operat- 
nium re- 
lion in 
ce 1878. 


LIFE 
ELPHIA 
oe mee 





ATION" 


ES 


ite 














October 18, 1923 








LIFE INSURANCE EDITION 





CALDWELL BACKS BILL 





TRY QUALIFICATIONS AGAIN 





Tennessee Fire and Casualty Agents 
Press Measure Not Liked by 
Life Men There 





At the annual meeting of the Ten- 
nessee Association of Insurance Agents 
at Nashville, Tenn., last week, it was 
yoted to reintroduce an agency quali- 
fication bill at the next meeting of the 
Tennessee legislature. The Tennessee 
Association has been endeavoring to get 
such a bill passed during the last two 
sessions, but failed. Some of the life 
companies objected to the bill and in- 
sisted that life agents be eliminated. 
Insurance Commissioner Caldwell, who 
was formerly vice-president of the 
Provident Life & Accident of Chatta- 
nooga, is very much in favor of an 
agency qualification bill, He says that 
there are too many agents in Tennessee 
that are unfit to sell insurance. They 
are not qualified; they do not have the 
knowledge or capacity to analyze the 
insurance needs of the public. There 
were 7,000 agency licenses issued in 
Tennessee last year. This includes all 
agents. Of course, many of these are 
duplicates that include the fire agencies, 
which are usually licensed for a num- 
ber of companies. 

The fire and casualty agents complain 
that more side line agents are getting 
into the business. They feel that the 
time has come for the insurance busi- 
ness to be written by insurance men. 


WILL SOON MOVE TO CHICAGO 





Central Life of Ottawa, Ill, Expects to 
Be in Its New Home Office 
in December 





The Central Life of Ottawa, IIl., ex- 
pects to be in its new home office on 
upper Michigan Boulevard in Chicago 
about the middle of December. It will 
occupy temporary quarters in its build- 
ing until the four upper floors, which 
it will have for its permanent office, are 
completed. The executive offices will 
move at that time. If it cannot make 
the transfer at that time it will have 
to wait until the annual statements 
are sent out. 


Garmire Joins Bankers Life 

President H. S. Wilson of the Bank- 
ers Life of Lincoln, Neb., has appointed 
. G, Garmire as superintendent of 
agents. Mr. Garmire was until lately 
assistant superintendent of agents of 
the Lincoln National Life of Ft. Wayne, 
Ind. It is understood that a largely in- 
creased agency activity will be displayed 
by the Bankers Life and that this ap- 
pointment is only the first step in this 
movement. 


Pan-American Passes 100 Million 


The Pan-American Life of New 
Orleans has passed the $100,000,000 
mark of insurance in force. This 


achievement in eleven years has estab- 
lished a record of which the company 
officials feel especially proud. 

Although the Pan-American has 
srown rapidly, it has developed along 
sound and conservative lines. 


American National Appointments 

A. C. Lovell, formerly of the Bank- 
ny Life, has been made agency super- 
at of Texas, Oklahoma and Tennes- 
ps tor the American National of St. 
— Frank X. Jones, son of General 
ounsel James C. Jones, has been ap- 


Pointed assistant secretary for the 
company. 


Travelers Write $600,000 Policy 
%, hey policy for $600,000 was issued 
é the Travelers last week for one of 
- e clients of the Bartholomay-Darling 
Sency of Chicago. This is one of the 


life of an individual. The Bartholomay- 
Darling general agency has a life depart- 
ment in charge of A. P. Ramsay and 
representing the Travelers, which is 
making excellent progress, 


Life Notes 

George Whitlock, district manager for 
the Equitable Life of New York, has 
moved his headquarters from Hastings to 
Lincoln, Neb. He has southwestern Ne- 
braska in his territory and found that 
because of train and mail service he could 
handle it better from the capital city. 

Mr. and Mrs. William Allan Luke of 
Covington, Va., announce the engagement 
of their daughter, Isabel, to Thomas Fos- 
tre Witt of Richmond. Mr. Witt is gen- 
eral agent in that city for the Connecticut 
Mutual Life. The wedding will take place 
in the spring. 





WANTED 
General Agent for Nebraska 


THE MIDLAND INSURANCE COMPANY 


OF ST. PAUL, MINN. 


Liberal Contract to Right Man 
G. K. HENSHALL, Supt. of Agents 
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Thousand Leads 


in One Month 


“It is the cooperation which I have had 


the Union Central and its Officers 


that binds and ties me to the Company.” 


This is only one of the many expressions 
of appreciation received from our Agents — 
10,000 leads in one month were furnished 
from one circular alone —Such “Teamwork” 
insures success to Union Central Agents. 


For Agency relations write the 


Home Office. 


The Union Central Life Insurance Co. 


Cincinnati, Ohio. 














argest single policies written on the 


N. P, HULL, Pres. 





A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they 
represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 


They have that opportunity of selling 


LANSING. MICHIGAN 


C. H. BRAMBLE, Secy. and Treas. 1. D. WALLINGTON, Supt. of Agents 
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SUGGESTS MODEL DISABILITY CLAUSE 
FOR USE IN LIFE INSURANCE 








T the annual meeting of the Legal 

Section of the American Life 

Convention, General Counsel D. 
B. Ninde gave a model total and per- 
manent disability clause in view of the 
many contradictory ones now in use. 
The clause he suggests is: 


Clause Is Suggested 


“At any ‘time after one full year’s 
premium has been paid, if the insured 
shall before default in the payment of 
any subsequent premium, and before 
attaining his 60th birthday, furnish 
proof satisfactory to the company that 
he has become wholly and permanently 
disabled by bodily injury or by disease 
from causes originating after the deliv- 
ery of this policy and will be perma- 
nently and continuously and wholly 
prevented thereby for life from _ per- 
forming any work for compensation or 
profit, or from following any gainful oc- 
cupation, and that such disability has 
then existed not less than ninety days 
and that such disability was not volun- 





tarily self-inflicted, nor the result of an 
unlawful act, then 
* * 7 


“1. Waiver of Premiums—Commenc- 
ing with the anniversary of the policy 
next succeeding such proof, the com- 
pany will, by endorsement hereon and 
subject to the conditions herein re- 
cited, on each anniversary of the policy 
subsequent to such proof and during 
the continuance of such total and per- 
manent disability, waive payment of the 
premium for the ensuing policy year 
and any premiums so waived shall not 
be lien on this policy, and the guaran- 
teed values set out in the tables herein 
shall increase in the same manner as 
if the premium had been paid by the 
insured. 

* * * 

“2. Income—The company will, sub- 
ject to the conditions herein recited, 
pay to the insured or his assigns, a 
monthly income of 1 percent of the 
face value of this policy, the first 
monthly payment to be made thirty 
days after the acceptance of such proof 
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generations of policyholders in a high 
standard of Life Insurance Service 


Is Unusual Testimony 


to the permanence and character of 
this Company and the excellence of its 
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of disability accompanied by this policy 
for endorsement, and _ subsequent 
monthly payments will be made there- 
after during the continuance of such 
total and permanent disability of the 
insured prior to the maturity of this 
policy. The company will admit the 
age of the insured when furnished with 
evidence satisfactory to it of the date 
of birth and reserves the right to re- 
quire proof of date of birth at the time 
the proof of disability is furnished. 
The amount of this policy payable at 
maturity, either as an endowment or as 
a death claim, shall not be reduced by 
any payments made under this disabil- 
ity provision. 

“Without prejudice to any other cause 
of disability, the entire and irrecoverable 
loss of the sight of both eyes or the 
total and permanent loss by removal or 
disease of the use of both hands or of 
both feet or of such loss of one hand 
and one foot shall be considered as 
total and permanent disability within 
the meaning hereof. 

* * * 

“The company at any time, but not 
oftener than once a year, may require 
of the insured proof satisfactory to the 
company of the continuance of such 
total disability. If the insured fails to 
furnish such proof, or if it appears that 
he is no longer totally and permanently 
disabled as aforesaid, no further pre- 
miums will be waived and no further 
monthly payments will be made here- 
under on account of such disability, ex- 
cept in the case of the recognized dis- 
abilities hereinbefore specifically men- 
tioned. The insured agrees to give im- 
mediate notice to the company should 
he recover from such total disability, 
and failure to give such notice shall 
cancel the disability benefits.” 


COMPANIES’ POSITION UPHELD 





Virginia Federal Judge in Moon Case 
Holds Evidence Strongly Indi- 
cates Suicide 





The suit brought by Mrs. Katherine 
Scales Moon of Richmond, Va., in the 
United States district court in that city 
against the Union Central Life for $10,- 
000 has been non-suited. She sued on a 
policy carried by her husband, Edward 
H. Moon, Richmond grain broker, re- 
ported as having disappeared from 
aboard an Old Dominion liner on a trip 
from New York to Norfolk in August 
of last year. It is regarded as a com- 
plete vindication of the position taken 
by that company in regard to settle- 
ment. Judge Groner said the evidence 
strongly indicated that Moon met death 
by suicide. The Union Central had made 
two proposals of settlement but both 
had been rejected. 

There are four other life companies 
which Mrs. Moon sued for recovery on 
the same ground of accidental death. 
None of these cases had gone to trial 
and the understanding is that the deci- 
sion of the court in the Union Central 
case will cause action against them to 
be abandoned, inasmuch as the suicide 
clauses in all four of the policies were 
still effective. These companies with 
amounts of policies are: Penn Mutual, 
$10,000; Continental Assurance, $7,500; 
New York Life, $2,000; Travelers (life), 
$1,500. All but the Penn Mutual car- 
ried double indemnity provisions. 


Agency Club Resumes Meetings 


The Round Table Club of the Darby 
A. Day agency of the Mutual Life of 
New York in Chicago met last week for 
the first dinner held in two years. The 
club, membership in which requires 
$10,000 business each month, formerly 
met monthly and will continue to do so 
in the future. At last week’s meeting 
Assistant Manager Herman Hintzpeter 
presided and inaugurated a drive for 
new business to bring the agency’s pro- 
duction over last year’s record. Talks 
were given by Manager Darby A. Day, 
Arthur Thorsen, Nathan Weiss, Claude 
Coyner, William Shay and others among 
the leading producers. 








AGENCY LEADERS RALLY 


—_—_—_ 


SIMPSON $100,000 CLUB MEETS 





Indianapolis Men of Aetna Life Change 
to Quarter Million Standard 
for Next Year 





The annual meeting of the Indianap- 
olis general agency of the Aetna Life 
held on Friday and Saturday of last 
week was the best in numbers attend- 
ing and interest yet held by the agency. 
At the Friday morning session of the 
$100,000 Club, President C. M. Finney 
of the club proposed that it be made 
a Quarter Million Club, and this was 
unanimously agreed upon. Mr. Finney 
has been president several terms, the 
presidency going automatically to the 
agent writing the most business. 

K. A, Luther, agency secretary, was 
present from the home office at the Fri- 
day sessions, and J. E. Keene of Peoria, 
formerly associated with Paul W. Simp- 
son as general agent, was present 
throughout the convention. Mr. Simp- 
son, now general agent, presided at the 
various sessions. 


Make Proposal Big Enough 


At the Friday afternoon session, 0. 
H. Day, a resident professor of Purdue 
University, gave an interesting talk on 
various phases of salesmanship. Presi- 
dent Finney of the club, who is writing 
in excess of $600,000 a year, spoke on 
“Increasing Production.” 

Luther Tells of Aetna Plans 


_Mr. Luther discussed the new adver- 
tising program of the Aetna “Affiliated 
Companies” and invited questions and 
suggestions. His Topic was “What the 
Aetna Life Insurance Company Is Doing” 
and every agent present was highly 
pleased with the outline of progressive 
ng which the company has _ under 


“a C. Thornton of New Albany, who 
was a close second in the race for the 
presidency of the $100,000 Club this 
year, gave an eloquent address on 
“Salesmanship.” J. G. Purky discussed 
some of the company’s contracts under 
“What We Have to Sell” and H. G 
Neal gave a helpful talk on “Qualifice 
cations of an Aetna-izer.” 

A banquet was given on Friday eve- 
ning at which the ladies were also pres 
ent and a number of guests. Frank L 
Jones, president of the Indianapolis As 
sociation of Life Underwriters, gave a 
address of welcome and some practical 
advice. Mr. Luther responded to 
“Words from the Home Office.” 

At the Saturday morning session I. H 
Radcliffe spoke on “Finishing the Job” 
E. W. McCoy on “Insurance with Life 
Income”; D. B. Singleton on “Grou 
Life Insurance,” and A. B. Harris of 
“Quotas for the Coming Year and How 
to Fill Them.” <A most helpful feature 
of the Saturday morning session was 
a round table contribution under the 
topic, “The Outstanding Incident in My 
Life Insurance Experience That Has 
Helped Me Most,” which was led by 
J. F. McArthur and C. E. Farmer. 

The ladies were entertained on Fri 
day afternoon with a theater party. 


Central States’ Good Showing 

The Central States Life of St. Lous 
up to Oct. 5 had received applications 
for $11,279,934 compared with but $9 
400,203 for the same period in 1922 
The issue business was $10,177,751 com: 
pared with $8,053,925, an increase of 2 
percent. However, the real test for the 
Central States agents will come dur 
ing the last three months of this yea 
as during the fall months of 1922 the 
company enjoyed wonderful business 
For instance, in October, 1922, the aP 
plications totaled $1,179,081. To L. 
tain their average increase the agents 


must turn in $1,500,000 new business 
during this month. Vice-Presidet! 
James A. McVoy, who watches the 


boys’ efforts very closely, is confident 
they will continue to hit the ball in wit 
ning style. 
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_ MODERN BUSINESS GETTING METHODS 


World Series Baseball Pitcher Who Has 


Made Good in Life 


Insurance Tells Why 


He Prefers to Sell Endowment at Age 65 


WORLD series baseball pitcher 
A who has made good in the life in- 

surance business is Andrew J. 
Coakeley, agent for the Provident Mu- 
tual in New York City and at present 
baseball coach at Columbia University. 
Mr. Coakeley played baseball at Holy 
Cross College and as soon as he grad- 
uated he joined the Athletics, the Phila- 
delphia American League team, in 1902. 
He played with the Athletics for five 
years, was two years with the Cincin- 
nati Reds, one year with the Chicago 
Nationals and one year with the New 
York Yankees. In 1911 he wert to Wil- 
liams College as a baseball coach for 
two years and has been coach at Co- 
jumbia University ever since. Mr. 
Coakeley pitched on the Chicago team 
that won the world’s championship in 
1908 and on the Athletics team which 
won the pennant in 1902 and again in 
1905. 


Acquaintance With 
College Men of Value 


Naturally the wide acquaintance 
among young men that Mr. Coakeley 
has gained in his athletic work at Wil- 
liams and Columbia universities has 
been a great advantage to him in selling 
life insurance. It has provided him with 
an immense list of prospects among 
young men of the better type—the kind 
that can be sold comparatively smali 
insurance today and later on can be sold 
big policies. Mr. Coakeley wrote $350,- 
000 of life insurance in 1922 and expects 
to beat that record in 1923. 

Mr. Coakeley is a strong booster for 
endowment at age 65. He believes in 
complete protection—that is, protection 
for dependents, provision for old age 
and total disability. 


Needs Cash Most 
When He Reaches 65 


It is Mr. Coakeley’s theory that no 
man should be forced to pay insurance 
premiums after he reaches age 60 and 
that his need for protection lasts only 
until he is approximately 65 years of 
age. At that time the cash value of the 
policy is a thing which is most impor- 
tant to him and Mr. Coakeley believes 
that these needs are met best by a lim- 
ited payment endowment at age 65. 

He said that the first two or three 
years he was ,in the life insurance busi- 
ness he did not know whether he be- 
lieved firmly in ordinary life or in-the 
endowment form. Now he is completely 
sold on the endowment idea although 
itis always with the view to providing 
lor old age rather than merely as a sav- 
ings fund. He does not sell 10, 15 and 
“0-year endowments to young men. His 
business is practically all written on 
endowment at 65, with payments ad- 
justed so as to be complete before the 
msured arrives at age 60. 


Avoids Talking Price 


to a New Prospect 
In talking to a new prospect Mr. 
Coakeley likes to avoid talking price. 


‘tthe cost of the insurance is mentioned 
he dodges it if he can or says that there 
Ss No cost to insurance. He will say: 
‘If you go to the bank and deposit $100 
you don’t talk about the cost of deposit- 
ing $100, do you? ‘The same thing is 
true of insurance. You are merely de- 
Positing—there is no cost.’ 

t the man insists on knowing the 
fate and Mr. Coakeley has not yet de- 
termined the size of the policy which is 
'e be written, he quotes in percentage. 
ent a satisfactory way of disposing 
we € proposition and it leaves the 
- pect open for a larger policy and 
*t gives him some idea of how much 





it is going to cost. It also impresses 
the fact that a fund will be available at 
his death for which he is only required 
to pay 2 or 3 percent annually, 


Explains Why He Prefers 
Endowment at 65 


In explaining his preference for en- 
dowment at 65 over ordinary life, Mr. 
Coakeley said that if a man insists on 
having greater protection for the same 
cost he is better off, in his opinion, to 
purchase the endowment at 65 on a 15 
or 20-payment basis and take the rest of 
his protection on the term to age 65 
basis. This will give the man all the 
protection that he needs up to age 65 
and will give him a better cash value 
at that time. He goes on a theory that 
at age 65 protection is no longer needed 
and that policies will be cashed in. 
said that figures will show that the total 
amount of money paid in to the com- 
pany on this basis will be considerably 
less than on a purchase of ordinary life. 
Further, he said that after the 15th pay- 
ment has been made on the endowment 


He | 


at 65, the dividends on such a policy will 
pay the premiums on the term insur- 
ance, 

Mr. Coakley likes to sell insurance to 
young men. Practically all of his insur- 


ance is sold for the protection of de- 
pendents, as he rarely writes business 
insurance, 


Business Policy for 
$100,000 on Golf Champ 


Mr. Coakeley, however, has handled 
one business insurance case which is an 
extremely interesting one. He wrote 
$100,000 business insurance on the life 
of Gene Sarazen, professional golf 








champion, who is the professional at 
the Briar Cliff Lodge golf links in New 
York State. The golf club is made bene- 
ficiary. The club hired Mr. Sarazen not 
only to get his services as a professional 
but because of the advertising value of 
being able to use his name. The club 
is run in connection with Briar Cliff 
Lodge, a hotel and summer resort, at 
which golf is one of the chief activities 
By announcing that Gene Sarazen is 


| the professional a great deal of favor- 


able publicity is gained. They feel that 
his loss would be a great one to the 
club and have protected themselves by 
the purchase of $100,000 life insurance. 
This is aside from the personal insur- 
ance of Mr. Sarazen which has been 
written by Mr. Coakeley. 

















ANY insurance companies are 
seeking to arrive at some suitable 
way ot distributing office expense 

and all other expense connected with 
the selling force in order to arrive at 
the cost of the man to the concern. 

The Business Research Bureau of 
LaSalle Extension University suggests 
the following plan which has been 
worked out after a careful investigation 
of this subject was made: 

The distribution of various selling ex- 
penses will have to be made largely on 
an arbitrary basis. For instance, if an 
insurance company is to stand all the 





He is a graduate accountant. 


expense of salesmen connected with 
getting sales or prospects, such items as 
traveling expenses, hotel bills and the 
like can be easily traced to each indi- 
vidual salesman. On the other hand, 
office rent, depreciation of office equip- 
ment, light, heat and similar items can 
only be distributed on some arbitrary 
basis. These latter items are, presum- 
ably, taken up on the books as an ex- 
pense of the business. 

If this distribution among the sales- 
men is merely for the purpose of getting 
a statistical record or individual cost 
on each man as compared with the work 
he turns in, then a different plan must 
be followed. 


Salesmen’s Office Rent 


Take the item of office rent. If each 
salesman has a desk in the office for him- 
self alone then a proportionate amount 
of rent (as well as light, heat, deprecia- 
tion, janitor service, etc.) may be 
charged to this desk or to the salesman. 
But if the salesman has his desk only 
for the. time he is in the office and 











DISTRIBUTION OF OFFICE EXPENSE 


Problem of Allocating It As Regards Company’s Sales Force 
By F. A. HOURIHAN 





| ———-——_ 








spends a large part of his time on the 
road, there comes up a _é question 
whether he should be charged for the 
full amount of these expenses. This 
question would arise particularly if his 
desk is used in his absence by some 
other clerk. 

Again, if he spends a good deal of his 
time on the road, and is charged with 
his full share of the office expense, an- 
other feature presents itself which may 
have some influence on the proposition. 
For instance, should the company have 
large and high-class offices, as I pre- 
sume it has, this rental charge evén 


F. A. Hourihan, who is an instructor in higher accounting in the 
LaSalle Extension University in Chicago, has had much experience in 
accountancy. Some of the members of the Business Research Bureau of 
La Salle Extension University found that one of the most difficult pro- 
blems in handling an insurance office was the distribution of office expense. 
Mr. Hourihan, therefore, was requested to investigate the field thoroughly. 
He was instructor in St. Thomas College, 
St. Paul, Minn.; Regina Collegiate at Regina, Sask., and the Collegiate 
Institute in Nepawa, where he was supervising principal of all the schools. 


for one desk space, would run rather 
high. The salesman might wish to rent 
desk space in some other building 
where the charge is more reasonable. 


Hardly Fair to Salesman 


In other words, it would seem hardly 
fair, from the point of view of the sales- 
man, to charge him with high office 
rental where he could obtain suitable 
space in some other building at a lower 
rate. Ordinarily this office rental would 
be charged to the salesman in propor- 
tion to the amount of space he occupies. 
Roughly, if he occupies 1 percent of the 
total office space he would then, on this 
basis, bear 1 percent of the total rent. 

It is quite reasonable to assume that 
if several salesmen have desks of their 
own in the office, they should be charged 
equally. That is, one man should be 
charged as much as any of the others. 
The question comes up, however, 
whether or not it is advisable to charge 
these salesmen on the basis of the 
amount of floor space they occupy, as 
compared with the total floor space of 


the office. This is the point that needs 
to be decided arbitrarily. If each sales- 
man occupies 1 percent of the total 
office floor space, instead of charging 
him with 1 percent of the total rent, a 
concern might compromise here and 
charge him, let us say, with one-halt of 
with whatever fraction is considered 
1 percent, or one-third of 1 percent, or 
reasonable under the circumstances. 
Again, if the main office occupies two 
floors, presumably the rental value will 
not be the same on both floors. The 
front office may not have the same rent- 
al value as offices in the rear of the 
building or in some other location. These 
things are to be taken into considera- 
tion also in determining a reasonable 
and representative rate to be charged 


against these desks or against these 
salesmen. It is difficult to lay down 
any hard and fast rule, but the points 


mentioned will be suggestive in arriving 
at a representative basis. This distribu- 
tion can at best be made only arbi- 
trarily. 


Miscellaneous Office Expenses 


Similar points come up in regard to 
other expense items, such as deprecia- 
tion of office equipment, light, heat, 
janitor service, stenographers, office 
supplies, etc. 

Strictly, each and all items of office 
expense should be taken into considera- 
tion in this way in determining accu- 
rately the office cost of carrying a sales 
force. Some of these minor items may 
be disregarded, for costs of this kind 
can be nothing more than approximate 
at best. 

Although the problem does not admit 
of accurate and definite solution, a firm 
can undoubtedly arrive at a cost figure 
that would be sufficiently accurate and 
fair to all concerned. In order to do 
this, a firm would need to take up each 
of the items of office expense separately 
in the way suggested. In this way it 
should arrive at a fairly reasonable basis 
of distribution for each, and when this 
basis determined, you should then 
have no difficulty in making application 
of it to the various office expense items, 
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Must Consider Salesman Himself 


There are other things to be taken 
into consideration in getting cost per 
salesmam If the office expense has been 
determined as a fixed normal in this 
way, it is apparent that the percentage 
of this item, as compared with the sales 
of each salesman, is going to vary as 
his sales run high or run low. This 
variation will naturally show up the 
salesman ievesaiibe or unfavorably as 
the case may be. Hence, it is only fair 
that outside conditions should be taken 
into consideration in checking up on 
his expense, as compared with his sales, 

For instance, one salesman may be in 
a better field or district than another; 
business conditions in one locality may 
be better than in another; seasonable 
influences will also tell. In short, a 
first class salesman may be working 
even harder than his companion in an- 
other district and obtain less favorable 
results at a given time because of the 
conditions in his district. When returns 
from the field are less favorable in this 
way, and when this office expense is 
kept at a constant, naturally the mar 
gin of profit of the saesman, or the dif- 
ference between his portion of the ex- 


pense and his sales, by which he is 
judged, is going to be less favorable. 
Various things have their influence 


or effect on individual records, and while 
the office expense items may be deter- 
mined more or less accurately, yet in 
such cases this expense ratio is not an 
absolute test or gauge of a salesman’s 
ability. The thing to be kept in mind 
here is that this standard is arbitrary. 
Nevertheless, with careful analysis at 
the outset a rate may be decided upon 
that will be sufficiently accurate for com- 





parative purposes. 
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HINEBAUGH ELECTED AS 
HEAD OF LEGAL SECTION 
(CONTINUED FROM PAGE 3) 


pany could not waive policy conditions. 
The second subject discussed at length 
was that of-incontestability, being mainly 
a review of the more recent develop- 
ments in the Illinois courts on the now 
famous Monahan case. Mr. King said 
that there was still considerable uncer- 
tainty as to the exact interpretation of 
a company’s contest and that the ques- 
tion of “contest” still under fire. Mr. 
King also took up the question of the 
operation of an insurance company in 
unlicensed territory. Mr. King then 
gave a brief review of the other im- 
portant legal decisions of the year. 

T. J. McComb, general counsel for the 
Atlas Life of Tulsa, Okla,, and formes 
insurance commissioner in that state, re- 
viewed the legal aspects of premium 
notes, a source of numerous trouble- 
some questions to life companies. Mr. 
McComb summed up the situation by 
suggestion that the rule of construction 
should be modified. He said that cer- 
tain extension agreements are much to 
be preferred over premium notes, Pre- 
mium notes should be used only when 
the reserve value of the policy equals 
the amount of the note, so they may be 
treated as policy loans. He said that 
if premium notes be taken when the 
than the amount of such not, both 
policy and note should contain a clause 
stipulating forfeiture, if the note be not 
paid at maturity. 

Suggests Publicity Bureau 

A discussion of interest to all insur- 
ance men was given by W. W. Moore, 
firstvice-president of the Inter Southern 
Life of Louisville, who spoke on 
the attitude now held by juries, courts 
and law-makers towards _ insurance 
companies of all classes, saying that a 
spirit has developed which has led to 
a verdict against the company in the 
majority of cases. Insurance companies 
do not stand in the good graces of 
courts and attorneys. He said that the 
remedy lies largely in the matter of 
educating the public and the insurance 
companies should take up the problem 
of acquiring public favor. He said that 
the style of advertising is one important 
factor in this work. He said that the 
day; of advertising the tremendous 
wealth of the companies has gone and 
in its place service advertsing must be 
instituted. Mr. Moore suggested a bu- 
reau of education and publicity, oper- 
ated by all insurance companies, with a 
view of guiding companies along right 
channels, guiding public opinion and 
clearing the many misunderstandings 
now found not only among the public 
but insurance companies themselves. 


Sees Agent Subject to Act 


Another paper of general interest to 
all insurance companies was that pre- 
sented by B. P. Sears, general counsel 
of the National Life of U. S. A. Mr. 
Sears took up the subject of “Life 
Agents Under Compensation Acts” but 
this problem dealt largely with insur- 
ance agents in general and could be 
applied to agents in all cl-sses of in- 
surance. Mr. Sears said that it was 
unquestionably accepted that home of- 
fice employees come within compensa- 
tion acts, but that the inclusion of gen- 
eral agents and subagents under the 
meaning of these acts was a matter of 
question. He pointed out however that 
it was of great importance and should 
be given proper consideration by all in- 
surance companies, although in the past 
it has been largely ignored. Mr. Sears 
said that the line of division appeared 
to be found in the matter of the con- 
tract, the nature of the contract being 
the test of inclusion under the compen- 
sation act. He said that, in view ot 
recent court decisions, all agents and 
general agents on a salary or salary 
and commission are subject at all times 
to these compensation acts. He also 
said that agents working on a commis- 
sion, but subject to the direction and 
control of the employer, would also be 
included. In this connection he said that 
the clause in the average agency con- 
tracts which required the agent to give 
his entire time and services within a 





restricted territory is a dangerous one 
and those companies using it must ex- 
pect to have their agents included under 
these compensation acts. 


STATE LIFE BREAKS RECORD 


Iowa Company Rolls Up Production 
of $2,286,000 in September as Trib- 
ute to President Tucker 


The State Life of Iowa produced in 
applied-for and examined business, $2,- 
286,000 of life insurance in September. 
September was President’s Month and 
in this substantial way the agency force 
paid their respects to A, C, Tucker, who 
has been president of the company since 
it began its remarkable progress. 

Eighty agents wrote under the direc- 
tion of William Koch, vice-president 
and agency manager, and Ted Anthony, 
field supervisor, 691 applications. This 
made the business applied for nearly 
four times as great as September, 1922, 
when it was $593,000. There were two 
individual agents whose personal pro- 
duction ran well over $200,000, and five 
wrote more than $100,000. Over half 
of this business was written in the 
company’s home state, Iowa. 

This month, in a way the climax of 
an intensive production campaign that 
has produced over a million of business 
every month of 1923, brings the State 
Life’s total business on the books to 
approximately $37,000,000. 

The goal for 1923 was set at $15,000,- 
000, which will be surpassed according 
to President Tucker, who can see noth- 
ing but “splendid business” ahead for 
the life insurance salesman who will 
“carefully plan his canvassing and take 
advantage of the gradual betterment of 
conditions by keeping everlastingly at 
ig 


Russell Welcomed Home 


John Newton Russell, manager of the 
home office agency of ttie Pacific Mutuah 
Life, was welcomed home after an ab- 
sence of two months by a luncheon at- 
tended by about 125 members of the 
agency organization. 

This luncheon also served as a get- 
together rally to the agency’s produc- 
tion in October, which has been desig- 
nated “Cochran Loyalty Month” by the 
Pacific Mutual. John Henry Russell, 
associate manager, was toastmaster and 
a number of talks were made, the prin- 
cipal speaker being C. I. D. Moore, vice- 
president, whose subject was “Loyalty.” 
Four minute speeches on various phases 
of life insurance salesmanship were 
made by several of the big writers. 


Big Restaurant Group Line 


The Travelers has written a big group 
policy for $1,000,000 on the St. Regis 
Restaurant, Inc., said to be the first 
policy of size written on a restaurant 
group. The policy covers the employes 
in the 12 restaurants on Manhattan 
Island and is written on the contribut- 
ing plan, employes paying 50 cents 
monthly, employer paying the balance. 
Policies are for $1,000 to $2,500. accord- 
ing to employment. 


Tri-County Meeting at Janesville 


Agents of the Northwestern Mutual 
Life from three counties, met last week 
at Janesville, Wis. The counties rep- 
resented at the conference were Wal- 
worth, Rock and Green. After the 
meetings, the men were entertained at 
a dinner by F. A. Blackman, district 
agent at Janesville. Mr. Blackman com- 
pleted 24 years of service with the 
Northwestern Mutual on Oct. 1, and 
was able to tell his agents many inter- 
esting facts regarding the development 
of their company during that span of 
time. Together with other veteran men 
of the staff who were present, he told 
of the organization of the company at 
Tanesville in 1857, with but 36 pnolicy- 
holders, and of its removal to Milwau- 
kee two years later with all movable 
goods of the company packed in a 
steamer trunk. 





VALUABLE STATISTICS ON 
CHILD MORTALITY GIVEN 
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sults very close to those to be given 
in this paper. 

“On the other hand, the years 1921 
and 1922 were fairly representative 
years. It is true that the death rate 
during these years was quite favorable, 
but I hardly need to call to the atten- 
tion of this society the fact of the 
steadily improving mortality rate of this 
country, showing a special improve- 
ment at the infantile ages, and I believe 
that it is beyond question that the fu- 
ture will show a continued improvement 
in mortality rate of infants, allowing, 
of course, for an occasional set-back due 
to epidemic years. 

“Moreover, the figures which I have 
used show the issuance in 1921 of 17,- 
296 cases under one year of age, and 
results obtained from such a large issue 
should give quite reliable averages. 

“A death rate obtained from popula- 
tion statistics would naturally be much 
higher than that obtained from the ex- 
perience of an insurance company, for 


Death Rate Very Low 


“The death rate obtained by giving 
the deaths one year exposure each and 
the lapses a monthly exposure, includ- 
ing one-half month’s exposure for those 
issued and lapsed in the same month, 
shows .031712 or 31.7 deaths per 1,000 
exposed. 

“The death rate obtained where the 
deaths were given a year’s exposure 
each and the lapses given no exposure 
at all, where the issue and lapse oc- 


curred in the same month, was 31.8 per 


1,000. 

“The death rate obtained where the 
deaths were given their exact monthly 
exposure and the lapses of those issued 
and lapsed in the same month given a 
half-month’s exposure, was 32.26 per 
1,000 and finally, the death rate obtained 
where the deaths were given their ex- 
act monthly exposure and the cases is- 
sued and lapsed in the same month 
given zero exposure, was 32.3 deaths 
per 1,000. 

“In other words, under the assump- 
tion which gives the maximum exposure, 
the death rate was 31.7 deaths per 1,000 
and under the assumption which gives 
the minimum exposure, the death rate 
was 32.3 deaths per 1,000. 

“These results, I realize, are extremely 
low, but they have been accurately ob- 
tained and in giving them I wish once 
more to emphasize the fact that they 
would naturally be much lower than 
population statistics. 

“A few collateral figures obtained in 
connection with the above experience 
might be of some interest to those com- 
panies who are now embarking on the 
field of insuring children under one 
year of age. 

“It might be of some interest, also, 
to note that the company’s general 
death rate, regardless of age, in the 
years 1921 and 1922, was approximately 
six and one-half deaths per thousand 
policies in force, and this rate is being 
repeated in 1923. These figures are 
based on approximately 250,000 policies, 
and therefore, the figures used are large 
enough to make the ratios significant.” 


PLANNING GALA CELEBRATION 


Manhattan Life Already Preparing for 
75th Anniversary in 1925, with 
Big Agency Rally 


The Manhattan Life is already look- 
ing forward to 1925, when it will cele- 
brate the 75th anniversary of the found- 
ing of the company in 1850. August, 
1925, the anniversary month of begin- 
ning actual writing, will be a gala oc- 
casion for the company, and all its 
field men will be called to the home 
office in New York City for a great 
celebration. There will be no $100,000 
club convention in 1924, so that every 
agent in the field can devote his entire 
time to qualifying for the 1925 trip to 
New York. President Lovejoy and 
Vice-President Roche are already at 





work on the program and plan to make 
it well out of the ordinary. All the 
company’s efforts from now until Au 
gust, 1925, will be pointed toward the 
jubilee convention. Qualification re. 
quirements for the New York trip are 
to be made sufficiently flexible that alf 
representatives can have a chance to 
qualify in the 23 months’ period prior 
to that time. To qualify for the con- 
vention a representative must pay for 
$200,000 from June 1, 1923, to April 30, 
1925, or $190,000 from Sept. 1, 1923, 
to April 30, 1925, or $180,000 from Dee, 
1, 1923, to April 30, 1925, or $165,000 
from March 1, 1924, to April 30, 1925, 
or $150,000 from May 1, 1924, to April 
30, 1925. 


October Policyholders’ Month 


October has been designated by the 
Standard Life of St. Louis as _policy- 
holders’ month, and the agents of the 
company are instructed to devote their 
time during the month in determining 
how best to serve their policyholders; 
First, to go over with each policyholder 
the amount of insurance he and the 
members of his family now carry and 
the kinds of insurance; then, after this 
information is obtained, determine 
whether or not he is carrying sufficient 
insurance, and if not, adjust his insur 
ance account so as to give his depend 
ents ample protection. 


Holds Against the Travelers 


The superior court of Baltimore last 
week entered a_ verdict of $11,114 
against the Travelers on two life pok 
icies carried by Vincent A. Connolly, 
whose death was claimed by the Trav 
elers to have been suicide within the 
year after the issue of the policies. It 
was the second trial of the case, the 
jury failing to agree in the previous 
one. The policyholder was found dead 
with an automatic pistol nearby and 
the claim was contested on the basis of 
suicide, though this charge was set aside 
by the court. 


Suit on Old Contract 


The value of Madison insurance pok 
icies aggregating more than $140,000 
may be involved in the suit instituted 
in superior court of Madison, Wis., by 
the Wisconsin Life, which is appealing 
from a decision awarded in justice 
court, whereby the company must pay 
$100 to Frank Hall on a policy issued 
in 1895. The test action is based ona 
$1,000 policy issued by the old Natural 
Premium Life of Madison, organized m 
1895 as the predecessor of the present 
Wisconsin Life, and is said to have @ 
bearing on from 30 to 40 other Madison 
policyholders. According to Mr. Halls 
claim, the policy was an agreement that 
if the stipulated premiums were duly 
paid each year, the holder would at the 
age of 70, if he still lived, be paid $10 
on his 70th birthday, and $100 each yeaf 
thereafter until the face value of the 
policy had been paid. The insurance 
companies denies any such liability 0 
the ground that the policy is of the a& 
sessment type, and that in view of the 
change made from the original com 
pany to the Wisconsin Life, the lattet 
is liable only to the amount of the pre 
mium paid, contracts made with the old 
company not being subject to execution 
by the present organization. 


Life Policies And Creditors 


Creditors of the Goodwin Drug Com 
pany, which went into bankruptcy ™ 
Hartford, Conn., a few months ag% 
are now benefited through the distribt 
tion of $20,000 made possible by_ the 
froceed of two life insurance police 
on the life of John F. Mack, treasurtt 
and general manager of that organiz® 
tion. One of the policies for $10,008 
was in the Aetna Life and the other ® 
the Connecticut General, At the time 
the drug company went into bankrupt 
the receiver under court order contit® 
ued the payment of the premiums. 


H. B. Reeves, assistant secretary of ti 
Equity Life of Great Falls, Mont. 0 
been elected secretary of the Lions 
in his home city. 








